










nt of the 
een with 
g elected 
sident in 
as along 
rated his 
nsurance 
sident of 


ance 


10) 

een de- 
ind the 
1 some 
71 and 
lat that 
Ve talk 
tandard 
the in- 
iry and 
ym fort- 
ly lost 


» bring 
epend- 
to lift 
O sSUupD- 
keep a 
p brow 
"tache 
educa- 
1d ten 












oy 


The National | fam riter 


LIFE INSURAN * 


“ . 


FRIDAY, SEPTEMBEK 239, 1933 


% Attractive Commissions 
*% Choice of Renewals 

% Choice of Plans 

% Liberal Policies 

% Special Features 

% Well-Known Company 
% High Yield Annuities 


Here are Seven Reasons 


for placing your SURPLUS LINE BUSINESS with the 


Phoenix Mutual Life Insurance Company of Hartford, Conn. 





% Having recently liberalized its regular commission schedule on 
policies of $5,000 or more, the Phoenix Mutual is now able to offer the 
same liberal commissions for surplus line business. 


% You can choose between two attractive methods of receiving your 
renewalincome. One offers a large annual income for three years. The 
other, a smaller income for a longer period. 


%* Since the Company writes both 3°% and 3%“ reserve policies, you can 
offer your clients high-dividend policies with high cash values and rapid 
dividend acceleration, or low premium contracts when low initial cost is 


a major consideration. 


% The provisions of Phoenix Mutual policies are known to be liberal. 
Dividends are paid unconditionally at the end of the first year. Policies 
are issued with or without Disability or Double Indemnity features. 
The choice of plans extends from Term policies (renewable to age 60) 
to Retirement Income policies in their various forms. 


*% In addition to other special features which are attractive to clients, 
you can offer the welcome convenience of paying premiums monthly. 


% For more than 10 years, national advertising has been used to make 
the name and reputation of the Phoenix Mutual favorably known through- 
out the country. Consequently, you will not have to sell the Phoenix 
Mutual. Your client will probably approve your choice immediately. 


*% A final reason for having a Phoenix Mutual Surplus Line Contract is 
the fact that the Phoenix Mutual offers life annuities at exceptionally 
low rates and has excellent facilities for handling such service. 


For further information, write to the Home Office of the Phoenix Mutual Life 


Insurance Company, Hartford, Connecticut, or to any branch office in your vicinity 
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“THE” S25F 1242 


BANTHRICO INC. 


ORIGINATORS OF INSURANCE DIAL BANKS. FULLY PROTECTED BY PATENTS 
FEATURES: 





And When We Say, 
THE CALENDAR BOOK BANK 
We Mean THE. 


|. Absolute necessity of depositing a coin 
to change the date. 





2. Patented Insurance Dial showing daily 


cost of insurance at various ages, with 
motivating etched brass plate. This 
Dial is placed on the back of the Bank 


It Has Features that No Other Bank 
Possesses. 
It has taken over a year to develop a 


Perfect CALENDAR BOOK BANK. 


4. Beautiful Appearance. 


5. Large Coin Capacity. 


6. Convenient Size. Easy to carry. 


7. Extra Coin Slot, making it possible to 


8. Mechanism to Suit Your Requirements 






by an ingenious method. After the 
sale is consummated the Dial may be 
removed and used again. 


BANTHRICO has not 
been satisfied to pro- 
duce "just a calendar bank.” 


This Super CALENDAR BOOK 


BANK is so mechanically perfect 
that it absolutely requires the deposit 


of a dime or a quarter to change the 
date. 


It is the only CALENDAR BANK 
on which the date cannot be changed 
by the mere insertion of a knife 
blade, letter opener or any similar 
instrument. 

The Deposit of a Coin is Absolutely 
Necessary. This feature is Exclusive 
with the BANTHRICO CALENDAR 
BOOK BANK. 


IT COSTS NO MORE; yet it has this 


feature and many others. 


SEND FOR A SAMPLE 


3. Provision for Individual Name. The 
slot arrangement on the back enables 
an agent to insert his card or "ad" with 
name, address and company he repre- 
sents. 








The Bank is 
covered with leatherette in various 
colors. 





Holds $25.00 





to $35.00. 





save any coin up to a half dollar and 
paper money in addition to the regu- 
lar insertion of a dime or a quarter 
a day. 








Actual Size 3!/2"x4!/2"x15/16” 











of a dime or a quarter daily deposit to 
change the calendar. 


SEND $1.00 FOR A SAMPLE 





Millions of People Are Returning to Work 


Everyone Is a Prospect for Life Insurance! Talk to them in their own language. 
Show them that by saving a small coin each day they can buy protection. 


Use this CALENDAR BOOK BANK as a tangible means to Secure an 
Interview. The INSURANCE DIAL BANKS are endorsed by?! Home 


Offices. More than a quarter of a million of them are in actual use. 


They get the business. 
Ask the man who uses them. 


Then Try the Insurance Dial Banks Yourself. 
Sales Plans furnished gratis. 


BANTHRICO INC. 


560 WEST LAKE STREET, CHICAGO, U.S. A. 
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Rate of Rejections 
Show Improvement 


Number Remains Constant but In- 
crease in Production Decreases 
Ratio 


UNDERWRITING IS FIRMER 


Aviation Situation Is Only Disturbing 
Factor with Disability and Jumbo 
Risks Out 


NEW YORK, Sept. 28.—The marked 
progressive improvement in production 
since the first of the year is beginning 
to be reflected in an improvement in the 
rate of rejections. While new ordinary 
business in August failed by a shade 
less than 2 percent to exceed August, 
1932, it showed by far the smallest rela- 
tive decline of any month of the year, 
and it is believed that further improve- 
ment will correspondingly check the 
high rejection rates that have accom- 
panied the diminished production of the 
depression period. 

Underwriters find that the number of 
rejections tends to remain approximately 
constant. As business increases, rejec- 
tions show a smaller ratio to total ap- 
plications. When business falls off, the 
reverse takes place. It is obvious that 
the sales resistance curve of poor risks 
will not follow that of prospects gener- 
ally. The man who feels he is in worse 
than average physical condition is not 
going to be much harder to sell in bad 
times, than in a more prosperous period. 


On Firmer Ground 


In general, underwriting departments 
are on firmer ground than they have 
been for a good many years, with no 
major problems which might restrict 
maximum production of new business 
once the upturn really gets under way. 
With the two bugaboos of disability and 
large risks practically out of the picture, 
there appears to be nothing about which 
underwriting executives need feel any 
real alarm. If there is anything in the 
offing which approaches the magnitude 
of these two former headaches, it has 
given no indication of its presence to 
those whose duty it is to ferret out any 
trends which might eventually prove 
costly, 

Among the secondary problems of un- 
derwriting departments is that of keep- 
ing pace with the aviation situation. Life 
compantes are already far more liberal 
than they were only a year or so ago, 
but there is a feeling in some quarters 
that there will soon be greater pressure 
for more liberality, perhaps before the 
companies feel they are safe in granting 
it. Rapidly changing conditions and lack 
of time make it difficult to build up an 
authoritative volume of experience. The 
number of passenger miles flown in 


scheduled flights jumped one-sixth in the 
first six months of this year as against 
(CONTINUED ON PAGE 18) 





New York Decision May 
Have Far Reaching Effect 





Albert Hirst, 276 Fifth avenue, New 
York, who is counsel for the New York 
State Life Underwriters Association, 
calls attention to a recent decision by 
Judge Schmuck of the supreme court of 
New York state in New York county, 
from which it appears doubtful whether 
policies made payable at the time of 
their issuance to the estate of the in- 
sured or to his executors, administra- 
tors or assigns are protected by section 
55a of the New York insurance law. 
That section provides that the benefic- 
iaries shall be entitled to their proceeds 
and avails rather than cerditors of the 
insured. Mr. Hirst says in that con- 
nection: 

Person Should Be Named 

“In view of that decision, it is the 
part of wisdom to avoid assiduously the 
issuance of policies in that form. The 
agent should in every case insist that 
the policy name some person as the 
beneficiary, be it wife, mother, children, 
or somebody else. Even if the appli- 
cant for insurance at the time of signing 
is not quite determined in his own mind 
how he wants to use the policy, the 
agent should insist that somebody be 
named temporarily. Different arrange- 
ments can easily be made afterwards 
under the reserved right to change the 
beneficiary. If that be done, the very 
serious implications of the decision are 
completely avoided. Cases where it is 
necessary to issue a policy to a man’s 
estate or to his executors, administrators 
or assigns are very rare indeed. Aside 
from a few exceptional cases, no useful 
purpose can be served by the issuance 
of a policy in that form. 


Appeal Is Being Taken 
“The case to which I refer is entitled 


Stoudt v. Guaranty Trust Co. The 
decision was published on July 
10, 1933, in the New York “Law 
Journal.” An appeal from Justice 


Schmuck’s decision to the appellate divi- 
sion of the supreme court is now pend- 
ing. I have applied to that court for 
leave to file a brief for the New York 
State Life Underwriters Association as 
amicus curiae. 

“Charles Baker carried $60,000 life in- 
surance in three different companies, all 
payable to his estate. In July, 1931, he 
changed the beneficiary to the Guaranty 
Trust Co. and Alex Davis, as trustees 
under a life insurance trust, which he, 
at the same time, created; Baker died in 
September of the same year. His credi- 
tors had the plaintiff appointed as ad- 
ministrator. The administrator now 
brings an acfion against the trustees 
claiming that when Baker changed the 
beneficiary he was insolvent, and that 
he made the change with intent to de- 
fraud creditors. They demand judg- 
ment that the entire proceeds of the poli- 
cies be paid to the administrator rather 
than to the trustees; in other words, that 
the entire proceeds be made available 
to creditors rather than to his bene- 
ficiaries. 

“The trustees moved to dismiss the 
complaint on the ground that under Sec- 
tion 55a of the insurance law of New 
York, the creditors are not entitled to 
any share in the proceeds, and that at 








most they may claim their return of 
moneys paid by Baker as premiums to 
the life insurance companies while in- 
solvent. 

“Plaintiff, however, takes the position 
that in a case where policies were orig- 
inally made payable to the insured’s es- 
tate and subsequently transferred with 
intent to defraud creditors, that Section 
55a has no application whatever; that 
the law as it stood before the enactment 
of the section, in March, 1927, should be 
applied. He claims that under the de- 
cisions of our courts prior to 1927 the 
creditors are entitled to the proceeds. 

“Justice Schmuck in his decision fully 
agreed with the point of view of the 
creditors and decided for the plaintiff. 


Effect of Affirmative Decision 


“If the higher courts should affirm the 
decision, every policy originally issued to 
the insured’s estate or to his executors, 
administrators or assigns will be in this 
position: 

(a) If it remains unchanged the pro- 
ceeds in case of death will be, as a mat- 
ter of course, available to creditors for 
the satisfaction of their claims. During 
the lifetime of the insured, likewise as a 
matter of course, the cash surrender 
values and other moneys due to the in- 
sured under the policies may be applied 
toward the satisfaction of creditors’ 
claims. 

Change Subject to Attack 

(b) If a change is subsequently made, 
naming some specific beneficiary, the 
change will at all times remain subject 
to attack by creditors; using a well 
known term of real property law “there 
will be a cloud on the title” to that pol- 
icy. If the creditors during the lifetime 
or after the death of the insured attack 
the change, it will be up to the insured 
or to his beneficiaries to prove that the 
change was not made while the insured 
was insolvent. Such proof, especially in 
the present period of financial strain and 
stress, may be extremely difficult and in 
any event, the litigation is likely to be 
quite costly. 

“IT notice another decision in point. It 
is the case of Miller v. Aetna Life, pub- 
lished in Sept. 23, 1933 Law Journal. 
In it Justice Untermyer apparently 
came to the same conclusion as Justice 
Schmuck.” 


T. W. Scott Is Elected 


to Head Millionaires 





Officers elected by the Miliion Dollar 
Round Table ‘of the National Associa- 
tion of Life Underwriters are: chairman, 
Thomas M. Scott, Penn Mutual, Phila- 
delphia; Caleb R. Smith, Massachusetts 
Mutual, Ann Arbor, Mich. and Dr. C. 
E. Albright, Northwestern Mutual, Mil- 
waukee. 


Cash Restrictions Off 
BOSTON, Sept. 28.—Commissioner 
Merton L. Brown of Massachusetts has 
lifted the restrictions on cash and sur- 
render values imposed last March. 
The Ohio moratorium on life insur- 
ance has been declared off as of Sept. 21. 





Aetna Life Plan 
Is of Interest 


All Casualty Lines to Be Diverted 
to the Aetna Casualty 
Surety 
WILL TAKE LONG TIME 
Parent Company Will Ultimately Write 
Only Life Insurance—President 
Brainard’s Comment 


HARTFORD, CONN,, 


President Brainard of the 


Sept. 28.— 
Aetna Life 
made an important announcement in 
which he told of a change in the under- 
writing policy which is far reaching in 
The Aetna Life be- 
ginning Oct. 1 will gradually reduce its 
volume of insurance other than life by 


its ultimate results. 


transfer of casualty lines to the Aetna 
Casualty & Surety, its running 
mate. 
dent and health for some time, but it 
is predicted that in due season the parent 
company will be purely a life company. 
It is planned to put the new program 
into effect in a progressive way. The 
new rule will be applied first to terri- 
tory west of the Mississippi river. 
What Aetna Life Writes 


The Aetna Life in addition to life, 
health and accident, writes various forms 
of liability and workmen's compensation. 
President Brainard in his statement said, 
“This decision was reached after long 
consultation and discussion and will not 
precipitate a drastic change or effect 
immediately. As this new program will 
be carried out, life insurance alone will 
be written in the life company with casu- 
alty and surety, automobile and fire being 
handled by our other companies.” 

It has been the expectation of the 
Aetna Life officials that the parent com- 
pany would return to its pristine field 
of life insurance and allow all other 
lines to be written by its associated com- 
panies. The Aetna Life has as affiliates 
the Automobile of Hartford and Stand- 
ard Fire writing all marine and fire 
lines. Therefore the line of demarcation 
will be more closely drawn so that the 
Aetna Casualty will take all the casualty 
lines, leaving the Aetna Life to pursue 
its course ultimately as a life company. 


The Aetna Liie will retain acci- 





PRESIDENT’S COMMENT 





HARTFORD, CONN., Sept. 28.—In 
discussing the recent announcement that 
commencing Oct. 1, all business, new 
and renewal, with the exception of per- 
sonal accident, health and group, written 
by the accident and liability department 
of the Aetna Life, will be written by the 
Aetna Casualty & Surety, President M. 
B. Brainard declared that it will take at 
least 20 years to accomplish the absorp- 
tion. 

“This cannot be done in a short time,” 

(CONTINUED ON PAGE 18) 
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Life Ad. Men Form 
Own Organization 








Believe Subject Important Enough 






for Exclusive Attention at 
Association Sessions 


STUDY ALL SALES FIELD 


Admit Agency Men as Well as Publicity 
Representatives—First Meeting 
Held 


OFFICERS ELECTED 

President—Nelson A. White, Provident 
Mutual. 

Vice-President—Stephen 
Equitable of Lowa. 

Secretary—Bart Leiper, Pilot Life. 

Treasurer—D. Bobb Slattery, Penn 
Mutual, 

Executive Committee—K. H. Mathus, 
Connecticut Mutual; R. C. Budlong, 
Northwestern National; Seneca M. Gam- 
ble, Chattanooga, Tenn,; J. P. Lyons, 
Manufacturers Life, Canada; C. IL. D. 
Moore, Pacific Mutual; C. T. Stevens, 
Phoenix Mutual, and Nelson R. Phelps, 
Northwestern Mutual. 


By H. J. BURRIDGE 


A new life insurance organization, the 


A. Swisher, 


Life Advertisers Association, was cre- 
ated in Chicago this week and held its 
initial meeting there during the first 


three days of the week. It consists of 
the advertising managers and/or repre- 
sentatives of the agency departments 
of life insurance companies exclusively. 
Most of its members were formerly affil- 
iated with the Insurance Advertising 
Conference. The group which organ- 
ized the Life Advertisers Association has 
for some time felt the need of a separate 
and distinct body, one composed entire- 


ly of life insurance men and at whose 
meetings only life insurance subjects 
would be discussed. 

The new organization starts with 42 


members, representing 25 life companies. 
Those making application for member- 
ship by Nov. 1 will be elected charter 
members and it is expected that by that 
date memberships from 25 companies 
will have been received. 


Consider Selling Problem 


At all of its meetings the new organi- 
zation intends to concentrate upon all 
problems of life insurance selling and to 
especially consider the needs and view- 
point of the body in the field. 

At the initial session, which was char- 
acterized by enthusiasm, spontaneity 


and a serious attention to business, K. 
H. Mathus, Connecticut Mutual Life, 
was temporary chairman. The actual 


presiding officer was Seneca M. Gamble, 
who recently retired as head of the con- 
servation department of the Volunteer 
State Life. 

The first speaker was E. S. Albritton, 
Chicago general agent of the Provident 
Mutual, whose subject was, “My Men 

Need Your Service.” He said that the 
advertising managers of life companies 
can do much in the way of battering 
down sales resistance and deepening the 
faith of the agent in his business. He 
declared that the real competition of life 
companies is not between the companies 
themselves, but between life’ insurance 
and other forms of saving and thrift. 


Get Out on Firing Line 


Mr. Albritton pointed out that other 
business was spending vastly more for 
individual and institutional advertising 
than the life companies. He paid a trib- 
ute to the part played by the insurance 
trade press and said that company house 
organs should strive to be as interesting 








Head New Advertising Group 








The new Life Insurance Advertisers’ 
Association elected the following officers 
at its first meeting in Chicago: 

Left to right—Stephen A. Swisher, 
Equitable of Iowa, vice president; Nel- 


son A. White, Provident Mutual, presi- 


dent; D. Bobb Slattery, Penn Mu- 
tual, treasurer; Bart Leiper, Pilot Life, 
secretary. Notable advertising men are 


on the executive committee. 








Alfred Holzman Is President 
of Prudence Mutual Benefit 


In a recent issue reference was made 
to the Prudence Mutual Benefit Asso- 
ciation of 897 Bergen avenue, Jersey 
City, stating that a warning had been 
broadcast in Detroit about it and claim- 
ing that there was no such company. 
The Prudence Mutual Benefit is located 
at the address given. It is a mutual 
benefit association organized under the 
New Jersey law and is just across the 
street from the Bankers National Life 
head office. The president is Alfred 
Holzman, who was formerly in the life 
insurance business in Chicago. Mr. 
Holzman says that the Prudence Mutual 
Benefit is doing business of practically 
one millions dollars a month. 





journals. He urged advertising men to 
get out on the firing line personally, to 
follow up advertising leads and in that 
way to become familiar at first hand 
with the agent’s problem. Mr. Albritton 
advocated turning the spot light of 
truth on the whole question of twisting. 
He said that if the public really under- 
stood what ownership of a policy meant 
and how seldom the policyholder is ben- 
efited by lapsing existing insurance to 
take out new policies, there would be a 
reduction in lapses. 


Recruiting New Agents 


B. N. Mills, secretary Bankers Life 
of Iowa, spoke on “Advertising to Re- 
cruit Agents.” Mr. Mills said that there 
are four generally accepted methods of 
securing new men, they being, (1) adver- 
tising in the trade papers; (2) word of 
mouth advertising from salesmen; (3) 
newspaper advertising; (4) direct mail 
advertising. Mr. Mills discussed the 
merits of these four methods. 

Karl Ljung, Jr Jefferson Standard 
Life, spoke on “Keeping It Sold.” Mr. 
Ljung has made a very thorough study 
of the whole conservation problem. His 
contention was that with most lapses 
the cause is to be found in the agent 
who has not done a thorough job of 
selling. The value of the policy is not 
thoroughly understood by the policy- 
holder. If it were many lapses would 
not occur. 

Mr. Ljung said that the results to be 
obtained by the conservation department 
are necessarily slow, but if they are con- 
sistently carried out they are none the 
less certain. He told in detail of the 
policies of the Jefferson Standard Life, 
on the methods it follows in not reward- 
ing its agents on volume alone. Jeffer- 
son Standard Life agents in meeting 
production club requirements are judged 
upon the persistence and character of 
their business as well as the total. 





and readable as the first class insurance 








(CONTINUED ON LAST PAGE) 








N. Y. Capitulates to Wall 


Street; Insurance Has Hope 


NEW YORK, Sept. 28.—The wreck- 
ing of the city’s emergency tax program 
by its forced abandonment of the pro- 
posed tax on stock transfers and bro- 
kers’ incomes coupled with Mayor 
O’Brien’s delay in signing the remain- 
ing emergency bills has aroused a slight 
hope among insurance men that the 
present program will be entirely 
scrapped and a new one devised which 
would not tax the assets of fire and life 


companies. 
Mayor O'Brien and Samuel Unter- 
meyer, special financial adviser to the 


city, have been quoted as indicating they 
were undecided whether the tax bills 
which include the asset levy should be 
signed. There are signs that Tammany 
is somewhat worried by the storm of 
protest stirred up by its tax plans es- 
pecially the tax on insurance and sav- 
ings bank assets. The city’s capitula- 
tion to Wall street cut about one-half 
out of the revenue that it hoped to raise 
by the emergency taxes. 

Arguments on the tax on life in- 
surance companies were made before 
Mayor O’Brien at a hearing this week. 
Samuel Untermeyer, the city administra- 
tion’s financial adviser, pretended to 
prove that the taxes levied on mutual 
companies would not be at the expense 
of the policyholders. Mayor O’Brien 
pretended to believe him and there ap- 
peared to be no reason to hope that the 
mayor would refrain from signing the 
bill. 

Arguments against the tax were made 
by Charles G. Taylor, Jr., of the Metro- 
politan Life; James Elton Bragg, man- 
ager Guardian Life, and Alfred Hurrell, 
vice president Prudential. 


Southern Conference to Be 
Held in Greensboro in Spring 


The southern regional conference of 
the newly formed Life Advertisers As- 
sociation will be held next April or May 
at Greensboro, N. C. The exact dates 
will be determined later. Charles Flem- 
ing, Life of Virginia, will serve as pro- 
gram chairman. Bart Lieper, Pilot Life, 
and Karl Ljung, Jefferson Standard, will 
head the entertainment committee. 





Canada Wants Particulars 


Superintendent Finlayson of the Do- 
minion of Canada insurance department 
has asked for complete particulars of 
all stocks, bonds and debentures which 
will be listed in the annual statement 
the end of this year. He is seeking this 
of all British and foreign companies. 





Putnam New Head 
of Ad. Confereng 


Election and Change in Constity. 





































































tion Mark Annual Meeting 
at Briarcliff 


GROUP PLAN IS DROPpp 


All Branches of Insurance To Wo 
Together—Three Classes of 
Membership 


NEW OFFICERS 


President—Henry H. 
Hancock Mutual Life. 

Vice-President—Clarence Palmer, 
surance Co. of North America. 

Treasurer—A. H. Reddali, 
Life of New York. 

Executive Committee—J. E. D. Bene. 
dict, Metropolitan Life; Frank Ennis, 
America Fore; A. W. Spaulding, Hart. 


Putnam, Joh 
In- 


Equitable 


ford Accident, and Stanley F. Withe, 
Aetna Casualty & Surety. 
By DOROTHY PAUL 
BRIARCLIFF LODGE, N. Y.. Sept. 28 


—Election of officers concluded the ses- 
sions of the Insurance Advertising Con- 


ference here Monday. The. business 
session Monday morning opened with 
the report of Stanley With, Aetna 


Casualty president, who advocated the 
employment of a full time salaried sec- 
retary on a permanent basis because of 
the increasing volume of conference ac- 
tivities. Other recommendations Mr. 
Withe made were for a speakers bu- 
reau to supply speakers on subjects 
connected with insurance advertising 
for various organizations to promote a 
better understanding of the subject. He 
also recommended a research bureau to 
survey the possibilities of carrying an 
investigation into the field of insurance 
advertising similar to that of the Asso- 
ciation of National Advertisers. 
Another recommendation was 
change in the constitution to discon- 
tinue the separate organization of life 
and fire-casualty groups and restore the 
form of organization to that in exis- 
tence prior to the Toronto meeting. 


for a 


Reports Are Read 


The report of Secretary S. P. Ward 
revealed the interesting fact that with 
the recent separation in the conference 
the members who resigned comprised 
slightly less than one-third of the total 
of the life group membership. 

By unanimous consent the members 
sent a telegram to Chauncey S. S. Mil- 
ler, expressing regrets that he was not 
with them owing to his serious ill- 
ness. Henry H. Putnam, chairman, 
standards of practice committee, in his 
report brought out points that a group 


of companies has arisen which by 
means of radio and direct mail adver- 
tising solicit business through maga- 


zines and newspapers in states in which 
they are not licensed. 

Thomas J. V. Cullen, editor 
“Spectator,” discussed insurance adver- 
tising and its gospel of protection. He 
pictured insurance as a trinity com- 
posed of the public, the corporate com- 
pany and the agent. 


of the 


Advice from an Expert 


William S. Crawford, insurance 
tor, New York “Journal of Commerce, 
discussed insurance newspaper pu)- 
licity. He pointed out practical meth- 
ods of obtaining this, An _ important 
factor in successful advertising is not 
only pictures and attractive set-ups, Dut 
actual news concerning the companies 
and individuals. It is up to the pu 

(CONTINUED ON PAGE 8) 
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nal Sentiment at St. Louis 
Turns in Favor of Reinsur- 
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DROPpE) AW BARS MUTUALIZATION 





© To Wor Mticenses for American General Are 





sses of Coming Through—Safeguards 
Are Proposed 
, ST. LOUIS, Sept. 28.—The General 
tmam, Joy Mimerican Life, organized to take over 
Palmer, jp. ie” assets and business of the Missouri 
ea. State Life, has now been licensed to 
> Equitate Bite new business in Missouri, Ohio, 
c.. D. Texas, Oklahoma, Nebraska, Alabama 
ank Ennis, Mond Virginia and it is anticipated that 
Hing, Hart. wee “- — | na ; 
F. | Withe additional licenses will reach the com 
snv’s home office this week. The sale 
UL agreement took effect Sept. 7 and was 
vc approved by Circuit Judge Henry 
» Sept. 2 Hamilton and Insurance Superintendent | ‘ 
‘d_ the ses. IM Robert E. O’Malley. ee 
ising Con. The company has applications for 
>> pasetnes licenses pending in California, Kansas, 
> Dusiness ~ : — 
wa, Minnesota, Michigan, Indiana, 


ened with Pennsylvania and Colorado. It will also 
we, Aetna fle applications for licenses in Illinois, 
cated the \rkansas and New Jersey in a few days. 
aried sec. [he Missouri State Life had its great- 

: é et volume of business in Missouri, 
Saute «i Oklahoma, Texas and Pennsylvania and 


rence ac- e General American Life has already 
lons Mr, received its licenses in all but Penn- 
kers bp- sylvania. 

subi Since Sept. 8 the management of the 
—— General American Life has entered into 


vertising 


. tentative agreement with numerous gen- 
omote a 


eral agents in the states mentioned and 


sre the formality of signing new contracts 
ying an merely is a matter of detail. 
> hoe Meets with Public Favor 
l€ ASSo- 
" During the past week there was a re- 
s for a markable swing in public favor in St. 
discon- Louis and vicinity toward the agreement 
of life between Superintendent O’Malley and 
tore the the General American Life under which 
in exis the fundamentals of the Missouri State 
ting. Life $1,000,000,000 of life insurance, in- 
cluding about $300,000,000 of group life, 
were given immediate protection, en- 
Ward abling the Missouri department to avoid 
it with the unfortunate delay that has adversely 
ference affected policyholders of other life insur- 
iprised ance companies that have met with seri- 
e total ous financial difficulties during the past 
few years. With remarkable frankness 
»mbers Walter W. Head, president of the Gen- 
. Mil- | American Life, has freely discussed 
as not every feature of the contract with any- 
1s ill- one interested, including the daily press. 
irman, He also sent a copy of the agreement 
in his with Superintendent O'Malley to all of 
group the 275,000 policyholders of the Missouri 
h by State Life with a letter in which he 
idver- detailed fully how the 50 per cent lien 
naga- on the reserves of some of the ordinary 
which life policies will operate. 
© the Law Checked Mutualization 
dver- he rank and file of the policyholders 
He of the old company seem convinced that 
com- their new management intends to give 
com- them an open, honest and business-like 
administration and that with the excep- 
tion they did not elect the trustees to 
, operate the company the sale agreement 
edi- in effect provides a form of mutualiza- 


rce,”” tion 











pub- The policyholders also learned at a 
eth- meeting last week of their Policyholders 
tant Protective Committee with Superin- 
not tendent O'Malley that an attempt to mu- 
but tualize the company had been made by 
nies the old management and that the de- 
upD- 





cision to accept the proposition of the 
(CONTINUED ON PAGE 9) 
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Heads Life Insurance 


Week Activity for 1934 




















Henry E. 


NORTH 


HENRY E. 


North, second vice-presi- 


dent of the Metropolitan Life, has been 


appointed 
charge of 


in 


tivities 
when 
lion 


Mr. 
Dollar 
Wednesday 


committee 
week ac- 


chairman of the 
life insurance 
in 1934. This oeediie known 
North appeared at the Mil- 
Round Table in Chicago 
and asked for suggestions 


on the conduct of the week’s activities. 


He 


of 


that 
program. 


said he was attending the 
the 
Underwriters in 
might be 


meeting 
Association of Life 
order to gather ideas 
incorporated into the 


Mr. North is popular among 


National 


the agents and has fraternized at sev- 


eral 


National 


Association conventions 


in recent years. 


Riehle Mentions Mental Weapons 
Used to Attract Direct Attention 





T. M. Riehle of New York, asso- 
ciate manager of the Riehle Agency of 
the Equitable Life of New York, spoke 
Tuesday noon at the luncheon given by 
the Jefferson Standard Life of Greens- 
boro, N. C. The luncheon followed a 
business meeting. Julian Price, presi- 
dent of the Jefferson Standard, intro- 
duced Mr. Riehle. 

The speaker devoted his attention 
largely to the place of the life man in 
business recovery. He said that most 
of the troubles have been or are being 
liquidated. No one, he said, will buy 
anything yesterday. The future situa- 
tion which is now fairly roseate, he said, 
must be planned for. He feels that 
things are on the up. All, he said, have 
been halted or chastened by the depres- 
sion. Every generation, he said, has 
to try its financial experiment over 
again. Buncombe and blue sky 
promise magic profits constitute 
greatest competitor of the life men. 

Mr. Riehle urged active support of 
local life underwriters association. 

He said that the National association 
acts as a league of offense, defense and 
mutual service. 


the 


Life Insurance Based 
on Two Broad Principles 


Mr. Riehle said that life insurance is 
a business based on two broad princi- 
ples, the serving of two great ideas, one, 
family, and next, self. He said that the 
entire business of life insurance selling 
is based on the idea of finding one per- 
son a week who can save $2 a week. 
That is the starting point. 

As a corollary, another fundamental 
idea would be to memorize the figure 
$1,183.71 because it will produce $100 
a month excess interest for one year— 











The Safe Way 


Here and 


come, 
two rural widows. 


fairly safe rental of 


other the husband left a property that gave 
fairly safe rentals of between 
neither case 


a month. In 
insurance. 


Not long after the death of her husband 
each widow traded her property into a city 
apartment house, and assumed a large in- 
One has been obliged to go 


debtedness. 
back to her folks. 


obliged to go to work. 


If the husbands had left income policies, 
the property might have been lost and still 


these inexperienced 


been supported and protected. 


THE PENN MUTUAL 


WM. A. LAW, President 


Independence Square 


there is 
says he does not bother with Monthly 
but “sells ’em straight.” 
‘o one of them the hus- 
band left a little property that gave her a 


who 
In- 
There were 


an underwriter 


$70 a month. To the 


$300 and $400 


was there life 


other has been 


The 


would have 
Sell safety! 


women 


LIFE INSURANCE CO. 


Philadelphia 
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or multiples in proportion. This figure 
is for a 3 percent company. It can be 
changed to suit. Mr. Riehle said that 


people are intrigued by odd things and 
odd amounts; $1,000, $2,000, $5,000, 
$10,000 figures don’t vary the monotony. 
He said that wealth. even above the 
bare necessities, does not bring an in- 
calculable amount of human happiness. 

The Riehle Agency, he said, has two 
main ideas of selling. The first relates 
to selling. Get the prospect examined 
if possible. The selling of examinations, 
he declared, is the greatest single action- 
getting, motivating idea in the business. 
It makes the intangible tangible. Next, 
he referred to audits. He said that an 
agent should get one’s policies for an in- 
telligent honest audit. Supplementing 
these are three definite sub-heads: First, 
family tree prospecting and second, time 
control, third, a visual organized sales 
presentation or a sales track to run on. 

He finds that the subject of prospect- 
ing is not as difficult as it may seem. 
Prospecting is the only problem in the 
life business. He said to solve that the 
problem of success is solved. 


Must Achieve Mastery of 
Some Field of Knowledge 


_ “You must achieve a mastery of some 
field of knowledge about which to or- 
ganize your whole knowledge, just as 
the body organizes itself about the 
spinal column,” remarked Mr. Riehle. 
Detached ideas should be poured into a 
funnel and come out at the spigot in a 
concentrated and powerful stream. He 
urged agents to use their best selling 
idea constantly. If an idea won't work, 
it should be discarded. “Be ruthless 
with yourself,” added Mr. Riehle. “Don’t 
die of dry rot.” 

He urged the “prepayment” idea. He 
said an agent should go to old clients 
and prospects, suggest as a matter of 
service that in connection with their 
present insurance they discount future 
premiums. Many cannot afford to do 
so but an agent will develop in some 


cases a prospect with money and that 
is the way to find out. 
He urged all to be open minded. 


“It behooves us to be simple, but not 
simple minded,” he added. 
Agents Should Be Exposed 

to Real Opportunities 

Mr. Riehle said that the only way 
agents will know whether or not the 
buying season has arrived is to be con- 
Stantly exposing themselves to oppor- 
tunties. Spasmodic flurries of effort, he 
said, rarely accomplish much. Mr. 


Riehle said that agents should concen- 
trate a sudden dynamic pressure on the 
intention to buy and the final urge to 
push people over. He insisted that sales 
talks should be made colorful. He advo- 


cated agents getting away from the 
dreary monotony of the mediocre. 
Mr. Riehle presented some frontal, 


technical and tactful mental weapons in 
order to get direct attention as follows: 

1, Mental Attitude. 2. Let Yourself 
Go. 3. Forget Yourself. 4. Definiteness. 
5. Immediacy. 6. Motivate. 7. Pur- 
posiveness. 8. Trade or Travel. 9. Don’t 
be Casual. 10. Don’t Ask Prospect to 
Think. 11. Get Action—Actually Tell 
Him What to Do. 12. Give the Word 
of Command. 13. Make Every Interview 
Count. 14. Close Often—Be Brutal if 
Necessary. 15. Flood Your Prospects 
Frequently with a Tide of Emotion. 
16. “Bear Down” on the Prospect. 17. 
Do Finishing Work. 18. First Call 
Strongest. 19. Even Break. 20. Assume 
Consent. 21. Enthusiasm and Aggresive- 
ness. 


district mana- 
Life, died 


A. M. Brown, Wichita, 
ger of the National Reserve 
last week at the age of 55 
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The Fruit of Many Years of 
CONTINUOUS CAPABLE 
~ MANAGEMENT 


. 


ion of | President Arnold Hende 
d the} Pauds Financial 
nvention Position of NYNL 


Cuicaco, August 22.—An encour- | power 
aging picture of the future, both for | to roll, 
| the life insurance business as a | tum, pa 
no spe-| whole and for NWNL,was painted by | that da 
agents | President O. J. Arnold at the open- | $2 000. 
of the | ing session of NWNL’s agency con- | widene 
vention here today in an address in | $4), 


apd the which he also reviewed: briefly the | which 

€ aS 1M | performance of life insurance in Whi 
many | general and NWNL in particular | ¥).:. 
o have | during the final phases of the de- they 
to ai- | pression. hardly 


o them Exemplifying the Company’s do, the 
strong financial position, Mr. on the 





y now. Arnold said, is the fact that if 
n many every policyholder had demand- who ha 
ed the maximum cash loan val- ness n 
ues of his policy on December Februa 
3lst last, the Company’s cash splen 
opens and bonds alone, sold at their ! 
Hotel market value as of that date, mont 
2d. and would have come within $391,- 
Frida 531 of meeting these demands. I 
riday| In addition to these bonds, n 
during the Company had other assets in 


for valued in excess of $18,000,000, tin, Ma 
alified not including $10,000,000 in poli- to his T 
cy loans. . ‘" 
sou 


eregu-| “The exceptional financial posi- family 
d will | tion of the Company is not the result | pejd 
ex- | of chance,” said Mr. Arnold, “but days 
aneous | is due to many years of continuous | 4 he; 
charges | Capable management. NWNL is/ Oy, thé 
e drives, | Unique in having a Board of Direc- | the Jea 
tors composed of leaders in the busi- | Tey 4< 
ness world, each independent of the ally “a 
other, directing the Company’s af-| they’]] 
fairs solely in the interests of its| 4 Jot 0 
policyholders.” 

age, to} Mr. Arnold also brought out that 
y the Company has sold no assets to| _. 
realize cash; it has borrowed no| this 
money from the R. F. C. or else- | @8€M¢) 
where; it has met unprecedented de- | Dakot 
mands from its normal, regular | Pear to 
sources of income; it has not in any | tion for 
the con- | respect availed itself of the average the m 
ling by | values allowed by the National Con- dope 
ash al- | vention of Insurance Commissioners; | 18 fou 
irds of | it has continued to improve its liquid | ™an a 
the | position, the percentage of its cash | busines 
f Pull- | and United States Government Bonds 
iat_you | having been increased from 10.9 per | and H. 
includes | cent as of December 31st last to 13.6| than $ 
amount | per cent as of June 30th. and 








NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O.J ARNOLD, passant 
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Striking Records Made to 
Honor William Alexander 





REACHES 65TH ANNIVERSARY 





Secretary of Equitable of New York 
Wins Remarkable Production Trib- 
ute from Agents 





Remarkable production records were 
reported to Secretary William Alexan- 
der of the Equitable of New York by 
honor producers at the one day con- 
ference held at Chicago Sept. 25, ending 
a 65 days campaign in his honor. 

More than 50,000 applications for a 
volume of $185,000,000 were reported to 
Mr. Alexander, a striking tribute to the 
venerable official on his 65th anniver- 
sary in the company’s service and his 
birthday, which occurred Sept. 5. 

M. P. Brown of the Taylor agency, 
Philadelphia, was leading producer in 
the effort for the period July 1-Sept. 5, 
with 102 applications for $633,121, of 
which $122,257 was on binder and 
$104,257 was paid. 

The outstanding agency record was 
that of the J. H. Harrop agency of Salt 
Lake City, which submitted 1,330 ap- 
plications on a quota of 1,200. All 
quotas were set very high for the cam- 
paign. Another record was set by the 
L. G. Moses agency of Little Rock, 
which exceeded its quota and qualified 
its staff 100 percent. 


Fine Individual Records 


It is estimated at least 95 percent of 
all the Equitable’s agents in this coun- 
try met the production qualification in 
this campaign, 53 of the 110 agencies 
producing business for every man. 

Fine records were made by C. L. 
Madsen of the Harrop agency, with 77 
apps for $192,729; E. F. Green of the 
Harrop agency, 82 apps for $148,544; 
M. H. Miller of Philadelphia, 65 apps 
for $100,559, all on binder and all paid 
for; W. L. Hedgpeth of the Hazell 
agency, Raleigh, N. C., 92 apps for 
$114,314. 

Others who obtained 65 or more ap- 
plications, or at the rate of at least one 
a day during the drive, were C. R. Mc- 
Alister of the E. M. Barber agency, 
Jackson, Miss., 70 apps, $116,714; L. S. 
Kussy of the Golly agency, Peoria, IIl., 
69 apps, $71,205; N. R. Riddle of the 
Harrop agency, 70 apps, $102,218; C. R. 
Barber of the Jeter agency, Rock Hill, 
S. C., 67% apps for $94,000; S. V. 
Bowen, Hazell agency, 67 apvs for 
$100,050; C. W. Seiler of the Adams 
agency, Atlanta, Ga., 78 apps, $165,126; 
N. C. Bader of the Sauter agency, Seat- 
tle, 68 apps, $98,155; C. I. Hurst of the 
V. J. Harrop agency, Nashville, 65 apps 
for $425,500, and E. F. Reasor of the 
Peamer agency, Jacksonville, Fla., 69 
apps, $198,250. 

Session at Chicago 


Vice-President W. W. Klingman was 
in charge of the Chicago conference and 
addressed the agents. Other speakers 
from the home office were A. G. Borden, 
second vice-president, and Vice-Presi- 
dent F. L. Jones. W. M. Duff, head of 
the E. A. Woods general agency of 
Pittsburgh, made the presentation of 
results to Secretary Alexander, he hav- 
ing been chairman of the field commit- 
tee in charge of the campaign. A scroll 
bearing the names of honor agents and 
unit managers with results later will be 
presented to Mr. Alexander. 

Five agents also talked in the morning 
session, Manning Brown, L. S. Kussy, a 
new man, E. E. Vandehei, unit manager 
Salt Lake City, representing the honor 
unit managers; Mrs. Carrie S. Wolfort 
of Little Rock and R. W. Pumpelly of 
the Rosenstein agency in New York 
City, one of the leading group men. J. 
H. Patton, sales supervisor in Chicago, 
also gave an address. 

There was a luncheon with 65 Chi- 
cago agents as hosts. Secretary Alex- 


—=> 


el 


Now In Line 


























FRANCIS V. KEESLING 





While there was some talk a & 
weeks ago in favor of Daniel Bo 
president of the Midland Life of Kansas 
City, being elected a second term a 
president of the American Life Cop. 
vention, the life insurance situation ha 
considerably cleared so that it will no 
be so necessary to have the chief exec 
tive near at hand. Inasmuch as ther 
were sO many serious problems cop- 
fronting the business and it seeme 
as if they might continue as critical, 
there was an appeal from the member 
ship that Mr. Boone, who has serve 
the association so well and ably, continue 
in office, although that would be against 
the unwritten law. Now, however, ther 
seems to be no real reason why a new 
president should not be reelected and the 
logical man is Vice-President and Gen- 
eral Counsel F. V. Keesling of the West 
Coast Life of San Francisco, who is a 
wheelhorse in the organization, a man 
of superior talent, popular personally 
who has rendered the association excel 
lent service. He has been chairman o! 
the Legal Section and served the Asso- 
ciation of Life Insurance Counsel as 
president. 

There is considerable sentiment in f2- 
vor of President G. S. Nollen of the 
Bankers Life of Iowa, being elected on 
the executive committee. 









the company, W. J. Roddey of Ne 
York City and Joy Morton of Chicage 
Vice-President Klingman gave a tals 
stressing the responsibilities falling om 
the shoulders of those who win and ask- 
ing what the agents were going to (0 
once they have demonstrated they ca” 
get the business. 


“Millionaire” Since 1927 


Manning Brown has been with the 
company since 1927 and has qualified as 
a “millionaire” ever since that time. | 

Joseph Simansky, agency honor dele- 
gate from the P. G. Hobbs agency © 
Chicago set up the great total of $1,00'~ 
500 written and $1,031,00 paid tor, 1s 
paid premiums in the campaign perio 
being $41,165. He had 136 interview» 
and 21 applications, five on binder beims 
for a total of $526,500. Charles Barber 
of the Rock Hill-Charlotte agency Pr 
duced 45 of his 67%4 apps in the eg" 
working days from Aug. 28 to >ept. » 
having had to spend a two weeks perio? 
ending Aug. 1 in training in a nationé 
guard camp and another unproductive 
week at the Virginia Beach conierencs 
of the company. aia 
George Cowton, a member of tne *: 
N. Croxson agency of Omaha, connect 
with the Equitable since 1910, who W“* 
an honor delegate from his section, ® 
the Equitable’s leading app a week tel 
ducer with 728 weeks of consecut\® 
production. In _ the Alexander ¢@ 











ander gave a talk and two directors of 








nder 
paign he produced $71,750, all on binder. 
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COMPLETE 
SERVICE 


HE Pacific Mutual Life Insurance Company of California 
takes particular pride in the complete service equipment 
which enables its representatives to extend to their clientele 


modern coverage geared to modern needs. 


Writing life insurance on both a participating and a non- 
participating plan, the Company is able to extend the 
advantages of both plans, and the capital stock stands as 
added security in all departments of the business. Inci- 
dentally, too, the entire participating business is on a strictly 


mutual basis. 


Prominent among Pacific Mutual service items is the justly 
famous plan that “pays 5 ways”—a perfected combination of 
life, accident and sickness coverage which actually protects 
individual income against all of the hazards which can 


interrupt personal earning power. 


A complete line of standard forms of life and endowment 
insurance; an unusually extensive variety of retirement in- 
come plans (with or without insurance), including attractive 
annuity rates; a wide range of minimum cost plans (Modified 
Life, Life Expectancy, Term Expectancy); Family Income 
protection; these combine to round out the Pacific Mutual 
field program of complete service in the Life Division. The 
Company's progressive Accident Division, too, specializes in 
the fulfillment of modern needs—through its widely known 
Non-Cancellable Income contracts, its up-to-date expense 


reimbursement forms and its standard plans of coverage. 











FINANCIAL 
STABILITY 






N the matter of financial standing, the following state- 
ment, appearing in the examiners’ report (dated May 20, 
1933) covering the recent regular triennial examination of 
the Company by examiners appointed by five states under 
the auspices of the National Convention of Insurance Com- 


missioners, needs no amplification: 


“An analytical survey conducted by your examiners, 
embracing all activities of the Company and cul- 
minating in their report of examination, justifies the 
pronouncement of the definite conclusion that the 
Pacific Mutual Life Insurance Company is eminently 
solvent; that notwithstanding the present period of 
unprecedented nation-wide downward readjustment 
of economic relations, the Company has an unim- 
paired capacity to carry out its financial program, its 
service obligations and its contractual commitments: 
that it has, in adopting specific retrenchment poli- 
cies and in the planning of others, taken cognizance 
of the prevalent trends and that the policyholders’ 


” 
. 


interests remain adequately protected 


THe Pacrric MutvaL Lire INSURANCE COMPANY 
Or CALIFORNIA 


FOUNDED 1868 


GEORGE LI. COCHRAN 


PRESIDENT 
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THE NATIONA 




















New York and Ohio 


OPPORTUNITIES 


Outstanding and substantial opportunities are 
available to the right men. Buffalo Mutual Life 
is now growing faster than at any time during 
its 61 years... evidence that its Policies and 
methods for securing business are meeting 
present needs. 











LIFE INSURANCE COMPANY 





If you would like to grow with us, write in 
confidence with details of your experience to: 
E. Parker Waggoner, Supt. of Agents, Buffalo. 


18 POLICIES ... Birth to age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity ¢ 

10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income e Endowment 

at Age 65 @ Ordinary Life, Endowment at 85 ©@ 20 Payment Life, Endowment at 85 

® 10, 15 and 20 Year Endowment @ Special Convertible Term @ 10 Year Term @ 
Children’s Policies (Three Forms) Birth to Age 10 














The Agent Speaks... 





THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 


I have never regretted being 
under contracs with you. 
My policyholders and myself 
always received fair and just 
treatment. 


If the Good Lord is willing, 
another 


I will be with you 
six years. 


BE. BE. Pohland 








THE OLD LINE LIFE INS. CO. 
@F AMER:CA 
Milwaukee, Wisconsin 


The co-operation I have 
received from the Home (fmfice 
at all times has been a great 
help, and I can truly say 
that I never worked for a better 
Company to do business with . . . 

I sincerely hope I may 
continue work with the Company 
for many years to come, 

H. P. Tower 

Connected with Tollica 18 

years. 











THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 
I assure you that the fifteen 





years just passed have been 
pleasant ones, and that I 
appreciate the fine cooperation 
extended to me. 


T. A. Wondreyka. 














THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 


I can truthfully say that I 
have enjoyed and am still 
enjoying my connection with 
the Company. 

H. L. Schindler 
Connected with Tollics 
14 years. 
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Ordinary Sales Within 
2% of Last August Total 


HARTFORD, Sept. 28—The sales 
of new ordinary life in August were 98 
percent of those of August, 1932, ac- 
cording to Sales Research Bureau fig- 
ures. This is the best monthly experi- 
ence for 19 months or since January, 
1932. During 1933 the trend in sales 
has been generally upward. At the 
close of the first quarter, sales were 
only 74 percent of the volume of the 
same period last year. At the end of 
six months this had increased to 79 
percent. Figures just compiled show 
that by the end of August the ratio of 
1933 business compared to 1932 had 
reached 83 percent. 

Four of the nine sections of the coun- 
try showed gains last month, two ex- 
actly equalled last year’s production, 
and only three fell below. In every 
section there were states showing gains. 
This indicates that the increase in busi- 
ness was generally distributed. Over 
half the states the past month exceeded 
their volume of last August. 

The figures below show the compari- 
son of August sales to August, 1932, 
and the same comparison for the eight- 
month period. In every section the 
monthly experience is considerably bet- 
ter than the eight months. This of 
course indicates a pronounced upward 





trend for the month. 
Eight 
Mos., 1933 
Aug., 1933 Comp, to 
Comp. to Eight 
Aug., 1932 Mos., 1932 
United States Total... 98% 83% 
Sections 
New England .. . 106 90 
Middle Atlantic ..... 92 81 
East North Central... 100 83 
West North Central.. 103 86 
South Atlantic........ 104 $1 
East South Central... 106 92 
West South Central... 90 85 
EES Bakweuenneye 100 78 
ED nde ints ae die Ost eee 91 80 
Cities 
a ee eee 90 87 
SD ccc caccacteeed 95 87 
eS 95 80 
. >*—Ee ea 105 80 
Ss candensag” ae 80 
Eee 83 75 
Philadelphia ......... 94 80 
Ye eer 106 92 
° 
Darby Day in New Post 
The Lawyers Mutual Benefit Asso- 


ciation of Chicago has been chartered 
under the mutual benefit act of Illinois 
to do an assessment business. It has 
started solicitation among lawyers and 
their wives preliminary to final appro- 
val by the department at Springfield. 
Darby A. Day, formerly Chicago man- 
ager of the Union Central Life and 
previous to that the Mutual Life of 
New York, is its president. 


R. F. C. Loans Authorized 


Three loans aggregating $650,000 were 
authorized by the R. F. C. to insurance 
companies in August. Of this amount 
$600,000 went to casualty companies. 
There were a number of loans canceled 
or withdrawn. Repayments of loans by 
companies in August amounted to $767,- 
27. Outstanding insurance loans are 
$68,381,462. 


Forbids New Suit 
FRANKFORT, KY., Sept. 28.—Per- 
mission to file an intervening suit in the 
Inter-Southern Life receivership case 
was denied by Circuit Judge Ford. Per- 
mission was sought on behalf of a pol- 
icyholder in the Inter-Southern, who set 
up a claim on behalf of the Inter-South- 
ern for $3,500,000 against the Kentucky 
Home Life. 


A. T. Witham Appointed 


A. T. Witham has been appointed 
general agent for the Capital Life of 
Denver at Portland, Ore., with offices 
at 1323 American Bank building. The 
agency operates in Oregon, Washing- 
ton and Idaho. 
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"Life News", 


a minia- 
ture news sheet published 
monthly by the Pan-Amer- 


ican, accompanies  pre- 
mium notices sent policy- 
holders, passing along facts 
about Life Insurance and 
its many usages and telling 
what it is doing for people 
day by day. The notices 
thus become less of "duns" 
and more of reminders of 
what is promised for the 
future. 


Through the offer of 
specific information or ser- 
vices to policyholders, 
“Life News" produces nu- 
merous sales leads. Used 
by Fieldmen among pros- 
pects, the little paper also 
helps pave the way for 
periodical calls. 

By building and holding 
good-will with policyhold- 
ers and prospects, this dis- 
tinctive “baby" newspaper 
benefits the Pan-American 
and its Fieldmen as well. 


For information on agency 
matters, address 


TED M. SIMMONS, 
Manager United States Agencies 





PAN-AMERICAN 
LIFE INSURANCE 
COMPANY 


NEW ORLEANS U.S.A. 
CRAWFORD H.ELLIS, President 
EDW.G.SIMMONS, Vice Pres.& Gen. Mgr. 
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| Many Report Life Sales 
Far Ahead of Last Year 
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week in Chicago. 





premium policies sold by the 
National Life the first six 
42.8 percent ahead, by vol- 
yme, of the first six months of 1932. 
There was also an increase in single 
oremium business every month for the 
frst six months of 1933 over the first 
six months of 1932. 
e-e 8 

The annual president’s month cam- 
» honor of President R. P. Da- 


Single 
Lincoln 
months were 


paign it Z sare 7 - 
yison of the Liberty National Life will 
begin Oct. 2 and end Oct. 31. The 
business for the first eight months 


showed increase 23 percent over that 
for the same period last year. An aver- 
age increase of $50 per week for the 
frst 36 weeks of the year was experi- 
enced by the Liberty National Life in 
its industrial department 


* * 


The G. J. Gay agency of the Sun Life 
of Canada in Denver conducted a “Re- 
covery Day” drive. The 29 agents at- 
tached to the branch reported a total of 
95 applications for $240,896. J. W. Fike 
led with 22 applications for $70,285. 

i 


The Judd C. Benson agency of the 
Union Central Life in Kansas City, Mo., 
paid for 11 percent more business in Au- 
gust than in July. 

The Bavter Agency of the John Han- 
cock in Rochester began September 
with a special sales effort which yielded 
55 applications in one week. Leader in 
number of applications was A. L. Din- 
jeri with nine applications. The next 
two men in order had seven each. 

* * * 

The President’s campaign which was 
conducted by the Buffalo Mutual Life 
during July and August resulted in two 
of the largest months in the history of 
the company and by far the largest of 
any two months during the past three 
or four years. 


Denny Assistant Manager 


Roy Denny, who began his insurance 
career with the Trevelers in San Fran- 
under Manager Arthur Holman, 


cisco 





Temporary Chairman of 
Life Advertisers’ Men 











MATHUS 


KENILWORTH H. 


K. H. Mathus of the Connecticut Mu- 

Life acted as temporary chairman 
i the new Life Advertisers Association. 
was one of. the main organizers of 
yeomen 
service in promoting the convention this 
He opened the meet- 
ing by giving the welcome address. 


new movement and did 





and who subsequently opened the Seat- 
been named assistant manager under 
A. J. Frith, manager of the Traveler's 
Los Angeles branch. 


Robert H. Beard Appointed 


Named Chicago General Agent By Mu- 
tual Trust Life—Will Develop 
Life Department 


Robert H. Beard & Co. of Chicago 
has been appointed general agent of the 
Mutual Trust Life. The appointment 


Trust’s Chicago activities. The com- 
pany is making a drive to increase its 
Chicago and Illnois writings. Robert 
H, Beard, who heads the organization, 
has spent his entire business career of 
28 years in the insurance business. With 
offices in the Insurance Exchange, his 


organization writes a large volume of 
fire and casualty as wll as life busi- 
ness. In recent vears Mr. Beard has 


been developing the idea of becoming 
insurance advisor for large corporations. 
As a consequence his office now writes 
about 50 percent of its b« 
properties managed from but 
outside of Chicago. 

Mr. Beard has always been a big per- 


mess on 


located 


LIFE INSURANCE EDITION 
tle branch office for the Travelers, has | 


| of the 


represents an expansion of the Mutual | 


sonal producer. He has a staff of 40 
full time life men, and in the past has 
written as much as $3,000,000 of paid- 
for business in a year. He was for a 
number of years Chicago general agent 
Pan-American Life and while 
representing that company was awarded 
many prizes for outstanding personal 
production. Until it retired from busi- 
ness a few years ago, Mr. Beard was 
vice-president and general manager of 
the Calumet National Life of Chicago. 
Mr. Beard intends to concentrate con- 
siderable of his attention upon life in- 
surance and expects to increase his 
staff of producing agents. 





Trial of E. J. Pr in 
Illinois Life Case Starts 


The charge that the Stevens family 
in the Illinois Life dominated policies 
in their own interests, was made by the 
assistant state’s attorney in the trial of 
E. J. Stevens, former vice-president, 
which opened in Chicago this week. The 
indictment charges embezzlement. Three 
of the five members of the finance com- 
mittee were members of the Stevens 
family, J. W. Stevens, former board 
chairman; the late R. W., president, and 
E. J.. The prosecutor charged there 
were no funds to substantiate an item 





Dailies Cover Sessions 
of National Association 





The National Association of 
Life Underwriters’ annual conven- 
tion in Chicago this week is re- 
ported in full in three special 
daily issues of The National 
Underwriter which are being sent 
to all subscribers. Full details are 
given on the formal program and 
group and round table discussions. 











of $700,000 cash resources in the state- 
ment as of Dec. 31, 1931, supposed to 
include $600,000 liberty bonds. The 
bonds, he said, had been transferred to 
the Stevens Hotel for a corporate note 
of $15,562 less than the $625,000 which 
the bonds cost, and the note eventually 
was paid in third mortgage bonds. E. J. 
Stevens was president of the hotel com- 
pany 


Wants Prorate Plan Stopped 


Insurance Superintendent Palmer of 
Illinois is endeavoring to force the elim- 
ination of the prorate clause in certih- 
cates of mutual benefit associations. 
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W. Davidson-Thomson 


THE GREAT-WEST LIFE ASSURANCE COMPANY — WINNIPEG, CANADA 





THE GREAT-WEST LIFE 
Through Its 


ASSOCIATION 








C. F. Dunfee, C. L. U. 


Official 
to the 

CONVENTION OF 
OF LIFE 
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They bring Good Wishes for the success of your deliberations 
from every member of our staff, both office and field,—from 
| Illinois, Michigan, Minnesota, North Dakota, Washington and 
| the nine Provinces of Canada. 


We also wish to express appre- 
ciation of the honor accorded 
us in the selection of two of the 
Company's representatives—Mr. 
Davidson-Thomson and Mr. 
Joseph Lyon—as Song Leader 
and Accompanist for the Con- 
vention, 





SENDS GREETINGS 
Delegates 


NATIONAL 
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Wiuy is the institution of life in- 
surance successfully riding the waves 
of national financial distress? The an- 
swer is not good luck, vast profits, or 
tricky manipulations, . . . It is so 
obvious, axiomatic, and simple, that 
the average mind, through its tendency 
to search for obscure causes, over- 
looks it. 


Life insurance survives because its 
corner-stone is scientific conservatism. 
Quick profits, speculation, guess-work, 
grasping at the merely expedient have 
no place in its methods. Life insur- 
ance knows that, at the bottom of the 
wine of prosperity, are the dregs of 
depression. . . . In times of plenty, it 
entrenches itself against attacks of 
panic. . . . It survives the worst be- 
cause it cherishes the best. 


Life insurance, neither pessimist nor 
optimist, is cold, calculating science, 
recognizing human frailty and nullify- 
ing its evils. 


IcAN CENTRAL Lire 





INSURANCE COMPANY 


INDIANAPOLIS, IND 












Putnam New Head 
of Ad. Conference 


(CONTINUED FROM PAGE 2) 


licity man to see that news releases, 
concerning his company, are sent 
promptly and in as concise a form as 
possible. They have it in their power 
to make the names of their companies 
household words, among _ insurance 
men, by becoming reporters of their 
companies’ activities. 

Following the election of new offi- 
cers, a new constitution was adopted 
by unanimous consent. It conforms 
with recommendation of Retiring Presi- 
dent Withe and combines life, fire, cas- 
ualty and surety groups under one or- 
ganization, Three classes of members 
are provided for: active voting mem- 
bers, active nonvoting members and 
associate members. An innovation is 
the elimination of executive meetings 
during general sessions of the confer- 
ence. Hereafter all such sessions will 
be open. An important change was 
made in abolishing the limited term of 
office. Thus an officer may succeed 
himself. Another change is removal of 
reference to desirability of selecting 
candidates because of company aftilia- 
tion or geographical location. The an- 
nual dinner was held Monday night, 
and Lowell Thomas was speaker of the 
evening. Musical entertainment fol- 
lowed. 

Urges Magazine Advertising 


Frank J. Presbrey of the Frank Pres- 
brey Company had for his _ subject 
“How Insurance Companies Can Ad- 
vertise Profitably in National Maga- 
zines.” Mr. Presbrey said he was a 
believer in newspaper advertising, but 
thought the magazines were better for 
insurance. Newspapers are read in a 
hurry. When readers look over a mag- 
azine their minds are in a receptive 
state. They consider the advertising 
and take an interest in it. He said an 
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investigation showed that the com- 








Massachusetts Mutual 


a synonym for 


quality and excellence 


in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


Organized 1851 


panies that do national advertising had 
lost less business during the depres- 
sion than the nonadvertisers. 

“The Public Relations Needs of In- 
surance”-were analyzed by E. L. Ber- 
nays, public relations counsel. Mr. Ber- 
nays of course referred to the public 
relations through advertising. For this 
three steps are necessary. First, anal- 
ysis of what the public thinks and ex- 
pects; second, making necessary 
changes in the business to meet the 
public views, and third, continuous ad- 
vertising. He told of one survey in 
which 25,000 individuals were asked 70 
questions. 

One of the most interesting talks was 
that by P. W. West, general manager 
National Advertisers Association, on 
how legislation at Washington is affect- 
ing advertising. The day of business 
exploitation is over. Now is the time 
to set one’s house in order. Hearings 
at Washington are open and fair. Four 
bills concerning advertising now are up 
for consideration. The government 
cannot watch individuals so it is look- 
ing to associations for cooperation. A 
great day of opportunity is here for 
such organizations and they should 
seize the advantage. 

Frank J. Presbrey of the Frank Pres- 
brey Company had for his_ subject 
“How Insurance Companies Can Ad- 
vertise Profitably in National Maga- 
zines.” Mr. Presbrey said he was a 
believer in newspaper advertising, but 
thought the magazines were better for 
insurance. Newspapers are read in a 
hurry. When readers look over a mag- 
azine their minds are in a receptive 
state. They consider the advertising 
and take an interest in it. He said an 
investigation showed that the com- 
panies that do national advertising had 
lost less business during the depression 
than the nonadvertisers. 

“The Public Relations Needs of In- 
surance” were analyzed by E. L. Ber- 
nays, public relations counsel. Mr. Ber- 
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HENRY H. PUTNAM rovis 
Director of Publicity H. H. Putnam ck 
of the John Hancock Mutual Life head —" 
office was elected this week president + the 
of the Insurance Advertising Confer. stu: 
ence, Mr. Putnam has had a long and ras 
varied career. He was formerly con- At 
nected with the “Standard” of Boston nee 
finally becoming its editor. He estab- aid 
lished the “Journal of Insurance Eco- ve 
nomics.” He wrote extensively for dil- . ict 
ferent papers. He was secretary of the - 
National Association of Insurance ad 
Agents, the fire and casualty organiza- w 
tion for 15 years. He was president oi nce 
the Pennsylvania Insurance Federatior sa 
on his return to the United States after al 
the war. sour 
—_ — Love 
relations hoonahh advertising, For this tend 
three steps are necessary. First, anal- \l 
ysis of what the public thinks and ex- ave 
pects; second, making necessary changes som 
in the business to meet the public views plac 
and third, continuous advertising. He R 
told of one survey in which 25,000 in- es 
dividuals were asked 70 questions. en 
Group luncheons were held Tuesday pos! 
afternoon, the life group headed by sua 
Henry H. Putnam, president of the | 
conference, responded to greeting from pan 
Life Advertisers Association in Chi- as 


cago and was authorized by his group 
to select an equal number of members 
to join the new organization in an ns¢ 
interconference committee devoted to 
consideration and solution of all prob- 
lems affecting life companies. 

Due to reorganization of the Insur- 
ance Advertising Conference, the life 
group restored to the conference treas- 
ury special funds set aside for its use. 
Decision was made to continue annual 
meeting of the life group each Decem- 
ber, independent of the annual con- 
ference convention. 

Simplification of existing life policy 
provisions also was discussed, but no ue 
decision was reached. Official recog- pact 
nition was given to two life organiza- 7 
tions on recently entering the ceneral 
advertising field and a letter —_ con- 
gratulating presidents of the New Eng- 
land Mutual and Penn Mutual on their 
contribution to this field of insurance 
advertising. 

The last feature of the afternoon was 
two moving picture presentations. H. Es 
R. Doughty, president H. R. Doughty ~ 
& Associates, showed a type of motion ; 
picture advertising used by the national 
advertisers and A. L. Reinitz an audio 
production of illustrated industrial mo- 
tion pictures. 

The conference ended late Tuesday 
afternoon with a feeling on the part of Pp 
all members that it was most successful si 
both in attendance and accomplish- I 
ments. Just before the close a telegram S 
was read to members from Chauncey 5. s 
S. Miller, who was operated on Monday 
night, sending his greetings to all. 
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Missouri State I 
Now in New Hands 





CONTINUED FROM PAGE 3) 


merican Life was not reached 
yntil it was very definite that the ob- 
tacles in the way of mutualization on a 
catisfactory basis were insurmountable 
under the restrictions placed in the way 
of such a step by the Missouri insurance 


( 
( eneral A 


ibe 
The mutualization plan went so far 
that an informal application for a $2,- 
990,000 additional loan from the Recon- 
struction Finance Corporation to pay off 
matured obligations to policyholders 
was made, but the R. F. C. informed the 
company the government corporation 
would be unable legally to invest $2,000,- 
000 in the mutualization project unless 
the money was matched dollar for dollar 
in common stock or surplus. Since it 
was found impossible to raise the addi- 
tional $2,000,000 required from private 
sources the entire project finally fell 
through. 


Obstacles to Mutual Pian 


Under the Missouri laws there is no 
rovision for direct mutualization of a 
stock life insurance company. In the 
ase of the Missouri State Life it would 
ave required the unanimous approval 
of the 3,200 stockholders to form a new 
wtual company. This was impossible 
yecause of the bitter factional fights. 

At the meeting with the policyholders 
mumittee, Superintendent O'Malley 
said that the position of the General 
\merican Life with respect to the old 
policyholders is that of a trustee, with 
the addition that all old obligations are 
guaranteed. 

Amendments to the Missouri insur- 
nce laws to safeguard other Missouri 
insurance companies from the evils that 
resulted in the final collapse of the Mis- 
souri State Life will be recommended to 
Governor Guy B. Park by Superin- 
tendent O’ Malley. 

\ll of the law changes he will ask 
ave not been decided by Mr. O’ Malley. 
Some of the restrictions he will seek to 
place on the insurance companies are: 

Registration of all life insurance poli- 
es by the Missouri insurance depart- 
ent and compelling the company to de- 
posit certain sound securities to safe- 
guard the reserve on such policy. 

Prohibiting one life insurance com- 
pany from investing in or loaning money 
on the stock of another company. 

\ change in the laws governing the 
advertising for proposals to take over 
insolvent companies. 

Further restrictions on the type of in- 
vestments insurance companies may 
and percentage of funds to be 
loan under any mortgage, etc. 












make 


Causes of Wreckage 
M 


} | 
aC 


r. O’Malley considers the dealing 
and forth between companies in 
own stock and too full loans as 
the two principal causes for insurance 
mpanies getting into financial diff- 
culties, 
~uperintendent O’ Malley has also indi- 

cated that attorneys for the Missouri de- 
partment will make a careful study of 

all the financial transactions of the Mis- 
souri State with a view of ascertaining 
whether any of the officials or directors 

1 the company are liable for any losses 
le company may have suffered. 
Jerome M. Joftee of Kansas City, Mo., 

a member of the Missouri senate, in a 
etter to a St. Louis daily newspaper 
urged investigation of the conduct of 
lissouri companies and lobbying activi- 

tes of some interests at the capital. 

Ephraim Caplan, a St .Louis attorney 

representing some policyholders of the 

Missouri State Life, has served notice 

Circuit Judge Hamilton that an ap- 
plication for a writ of certiorari in the 

. of the assets of the Missouri State 
Lite to the General American Life on 

Sept. 7 will be filed with the Missouri 

supreme court. 


their 


Sale 
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whether Judge Hamilton’s action in ap- 


If the court acted in an administrative 
capacity the order is final and cannot be 
appealed. 


ing to one close to the new management, 
to change over the Missouri State’s old 
branch office system to an exclusively 
general agency basis. 


ous and profitable to the old branch 
managers, their assistants and agents. 
The Missouri supreme court late Mon- 
day rejected a request of Henry Wein- 
berg, a Missouri State Life Policyholder, 
for writ of prohibition to prevent Circuit 
Judge Hamilton from consummating his 
orders in connection with the sale of 
company’s assets to the General Ameri- 
can Life. J. C. Schneiderjohn and other 
policyholders presented a petition to the 
supreme court for a writ of certiorari in 
an attempt to have the General Ameri- 
can purchase quashed. 

The General American Life has been 
licensed in Oklahoma. 





TEXAS INVESTIGATION ASKED 

AUSTIN, TEX., Sept. 28.—A resolu- 
tion introduced in the Texas house by 
Rep. R. H. Good, provides for an in- 





proving the sale was subject to appeal. | 


It has been definitely decided, accord- | 


Every effort will | 
be made to make the change advantage- | 





vestigation of the Missouri State Life. 
It has 38,000 Texas policyholders with 
policies with a cash surrender value of 
more than $15,000,000. Specific in- 
vestigation asked to determine if 
dummies were used to conceal that the 
Great American Life was being formed 
to take over the Missouri State and if 
Texas laws and insurance orders were 
violated in the procedure. 


1s 





FEDERAL CASE POSTPONED 


ST. LOUIS, Sept. 28.—Counsel for 
five Missouri State Life policyholders, 
plaintiffs in federal court injunction pro- 
ceedings attacking General American 
Life purchasing agreement, today an- 
nounced they would not call up the case 
for a hearing before Federal Judge 
Davis tomorrow. The company was 
ready to proceed. It probably will not 
be heard until October term of court. 


Kentucky Central Shifts 


T. O. West, secretary and treasurer 
of the Kentucky Central Life & Acci- 
dent, who has been quite ill for several 
months past, is reported to be improv- 
ing. Following the retirement due to 
illness of Manager E. W. Smith of the 
Kentucky Central at Indianapolis, Man- 








ager E. J. Walker at Cincinnati has been 
transferred to take charge of the Indian- 
apolis district. Mr. Walker is succeeded 
at Cincinnati by E. W. Steffy, formerly 
manager at Dayton, O., and Mr. Steffy 
in turn is succeeded as manager at Day- 
ton by R. H. West, formerly manager 
at Paducah, Ky. 


South Dakota Exemption Upheld 


Proceeds of a life insurance policy 
of $5,000 or less are exempt from any 
and all claims, the South Dakota su- 


preme court holds, reversing the lower 
court’s judgment for a garnishee claim 
in the case of J. D. Whiteside vs. V. C. 
Fischer and the Mutual Benefit Life. 


Home Companies Highest 


British life companies pay the small- 
est taxes in proportion to premiums in 
Canada of any class, and Canadian com- 
panies the highest, according to figures 
recently compiled. The taxes of British 
companies on Canadian business were 
1.93 percent, United States companies 
2.01 percent and Canadian companies 
2.08 percent. 

The Tennessee department has ruled 
that bonds of the Heme Owners Loan 


Corporation will be admitted at par in 
all companies’ annual statements, 
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PROVEN IN THE FIELD AS A SOUND WORKING BASE FOR TODAY 
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sold to create a complete protection and invest- 
ment program as presented in a Planned Estate 
Chart to a man who thought he had a complete 


$80,000 





Planned Estate of 


































































































program could be installed—because of a Planned 
Estate Chart presentation 
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sold through a Planned Estate Chart to a man who 
owned only $2,500 and was not interested in any 
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256 Broadway 


. ETHELBERT 1. LOW, 
Chairman of the Board. 


Tangible Results - - 


The field organization of the Home Life Insurance Company is 
through the new “Planned Estate” presentation which the Company presented to them 
early this year. This is not just another sales plan which may or may not work. It is 
a plan based on the very fundamentals of Client Building and modern salesmanship— 
with endless actual results to verify its effectiveness. 

From all sections of the Company's field enthusiastic voluntary commendation is being 
| received constantly, vouching for the value and effectiveness of this plan. It is selling 
business and excellent business. It is saving potential lapses. It is practically eliminating | 
competition wherever used. 
This Planned Estate presentation is a very definite part of the Home Life “Client Building” 
Program and every man in the Home Life field organization has this complete equipment | 
available for his personal use. 


HOME LIFE INSURANCE COMPANY | 
New York, N. Y. 


JAMES A FULTON, | 
President. 


On A Matters Address 
CECIL C. FULTON, jR., 
Superintendent of Agencies 


- # # # | 


securing tangible results 














There is a serious legal question of 
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Inspiration from a Great Achievement 


INSURANCE men like others who have 
visited the Century or Procress Exposi- 
TION in Chicago are impressed with the 
scope, magnitude, and excellence of the 
entire enterprise. One cannot be an 
observer of the exhibits and deinonstra- 
tions in the major buildings without 
being enthralled at the progress that 
has been made in so many different 
lines. Back of it all there are funda- 
mental, unchangeable forces. But hu- 
man life, its needs, customs and de- 
mands are in a state of flux. 

This magnificent exposition was pro- 
moted and maintained in spite of the 


economic depression, the withdrawal ot 
many promises of financial aid and the 
herculean task of keeping up the spirit 
of those engaged in it even in the face 
of almost superhuman obstacles. There 
has been no aid given by the nation, 
state, city or any public institution. Yet 
confronted with all these discouraging 
features, Chicago went ahead and pro- 
duced this great spectacle. It is an in- 
spiration to feel that in spite of all dis- 
couragements and seemingly insuper- 
able barriers this glorious spectacle has 
arisen. This fact alone makes it a les- 
son to us all. 


Reforming Insurance Liquidations 


SUPERINTENDENT VAN SCHAICK of NEW 
York, in his paper which was read at the 
meeting of the insurance section of the 
AMERICAN Bar ASSOCIATION, took occasion 
again to point out in what chaotic condition 
is the machinery for liquidating insurance 
companies operating in more than one 
state. Mr. VAN ScHaick first presented 
the problem in a paper at the last annual 
meeting of the NATIONAL CONVENTION OF 
INSURANCE COMMISSIONERS IN CHICAGO, 

Going insurance institutions, Mr. Van 
ScHAICK points out, function without much 
reference to state lines, but in the event of 
failure, each stagfe rushes in to dismember 
the corpse. Am equitable and logical settle- 
ment of the estate is impossible. The legal 
process becomes hopelessly confused and 
complicated, so that in order to proceed at 
all, compromises must be made up and 
down the line. 

Some system under which centralized 
authority is recognized must be developed 
if insurance liquidations are to be carried 
on in other than grab bag fashion. It is 
well that Mr. Van ScHAICK’s message 
was taken to a section of the bar associa- 
tion. It would be even better if that mes- 
sage were read by all lawyers and judges 
and not merely those especially interested 
in insurance. 

Possibly, the situation would be im- 
proved if the judges would make an in- 
vestigation when they are requested to ap- 
point ancillary receivers. Frequently these 


actions are irresponsibly sought. For in- 
stance, a lawyer in one state sought an an- 
cillary receiver for the GLope & RutGErs. 
He was a cheap operator who had been 
connected in some way with the UNion 
INDEMNITY receivership in that state. He 
knew that the Union INDEMNITY had con- 
siderable office furniture in the state and 
when he heard about the GLose & RuTGERS 
failure, he figured that this company, being 
much bigger than the UNIon INDEMNITY, 
would have much more furniture, which 
could be seized. A receiver was appointed 
and this attorney was dismayed to find 
that the GLope & Rutcers had only a small 
state agent’s office in the state. 

Very few judges have much knowledge 
of the insurance setup. Accordingly, they 
think in terms of commercial receiverships. 

Mr. VAN ScHAICK suggests that a cen- 
tralized system or code might be worked 
out through the NATIONAL CONVENTION of 
INSURANCE COMMISSIONERS or by federal 
statute. We feel that the commissioners 
should tackle this job seriously, with the 
idea of formulating a program as soon as 
possible. The commissioners, in their life 
insurance moratorium action, showed that 
they can get together pretty effectively in 
an emergency. The situation cited by Mr. 
Van ScHAICK, we believe, constitutes an 
emergency, which challenges the commis- 
sioners. 
likely that the federal machinery may be 
invoked. Whether that might prove to be 


Unless these officials act, it is- 





100 business and professional men. This 
club is unique in its organization as its 
function is entirely in quest of current 
subjects both national and local. All 
subjects are assigned and papers pre- 
pared by its members. 


Manager W. L. Brooks of the Char- 
lotte, N. C., agency of the Jefferson 
Standard Life, and its leading producer, 
was given a birthday surprise Monday 
en route to Chicago to attend the meet- 
ing of the National Association of In- 
surance Agents. It was his 25th birth- 
day. He was in company with other 
Jefferson Standard Life delegates to the 
association meeting and also to the 
agency convention of the Jefferson 
Standard. About 50 people aided in the 
celebration by presenting Mr. Brooks 
with various toys and other innocuous 
presents. While the train was at Cin- 
cinnati a large birthday cake was put 
on board for him. 

Sam C. Carroll, assistant to the presi- 
dent of the Mutual Benefit Health & Ac- 
cident and United Benefit Life of 
Omaha, and E. D. McKim of the agency 
department, who have been visiting 
some of the companies’ agencies, were 
in Chicago Friday on their way back 
to the home office. 


B. N. Mills, secretary of the Bankers 
Life of Iowa, spoke before the Direct 
Mail Advertising Association's meeting 
in Chicago this week on “Correcting 
Mistakes and Planning the Letters.” 


Albert Conway, Soomner New York su- 
perintendent of insurance and now a 
New York supreme court justice, mar- 
ried Miss Alice O’Neil, in Brooklyn. 

Captain P. C. Hammer, district mana- 
ger Penn Mutual Life at Sioux Falls, 
S. D., has rejoined the army for six 
months duty in the civilan conservation 
corps at Roosevelt, Minn. Captain Ham- 
mer is past president of the Reserve Of- 
ficers Association of South Dakota. 


E. M. Salvesen, New York Life, Forest 
City, Ia., has joined the ranks of those 
agents obtaining at least one applica- 
tion for life insurance each week for 400 
consecutive weeks. 

A recent issue of London Life “Nug- 
gets” contains “An Inside Story of C. 
Ross (Sandy) Somerville’s Success,” 
by Editor J. H. Castle Graham. “Si- 
lent Sandy,” besides having been ama- 
teur golf champion of the United States 
up to the time of the Cincinnati tourna- 
ment Sept. 11-16 is general agent of the 
London Life in western Ontario in part- 
nership with Lieut. Col. G. W. Little 
and they are among the big writers of the 
London Life. Mr. Castle Graham asked 
him: “Whatever made you, ‘Silent 
Sandy’ become a life underwriter?” 
Sandy replied: “I don’t think for a min- 
ute life insurance is sold with talk. I 
have heard a lot of stories about talka- 
tive insurance men, ‘the gift of the gab,’ 
etc., but most of that is just the result 
of jokes, the same as many of the stories 
which they told about the old Ford 
cars.” Although Sandy was in England 
during the entire June campaign of the 
London Life the names of Somerville 
and Little led the entire western Ontario 
agency with far more business to their 
credit than any two individuals in the 








a stepping stone to federal jurisdiction of 
insurance in other directions is proble- 
matical. Those commissioners who are 
eager to preserve the present system of 
state control can help their cause by co- 
operating in this matter. 





the University of Toronto team, playe: 
hockey for the same college. and he by. 
came so proficient in cricket that } 

toured England with an all star cleve 
Speaking of golf, Somerville said, “Wp; 

I want is birdies. I try for a birdie ¢ 

every hole.” 

S. C. Baer, advertising representatiy, 
of the Western & Southern Life, },. 
been appointed to conduct College « 
Engineering & Commerce evening g:. 
sion classes in advertising this fall at + 
University of Cincinnati. 

The engagement of Ralph H. Ric 
Jr., agency vice president of the \:. 
tional Fidelity Life of Kansas City, Mc 
end Miss Mary Eugenia Jost of tha 
city is announced. The wedding wi 
take place in the early winter. Mr. Ric 
is the son of Ralph H. Rice, presiden: 
of the National Fidelity Life. 


Herbert S. Manthe, agency organizer 
of the Newark agency of the Mutw! 
Life, who has been promoted to man- 
ager at Springfield, Mass., was presente: 
with a number of gifts from the agency 
and office force at the regular agency 
meeting this week. Mr. Manthe entered 
the employ of the company at the home 
office in New York in 1917 and started 
field work in 1920. He was made super- 
intendent of agents at Newark in 1926 
and the following year was promoted to 
agency organizer in New Jersey. 

George W. Steinman, the new pres- 
dent of the Midland Mutual Life of Col- 
umbus, O., is an Ohio product, born 
and bred. His native home was at Lan- 
caster, O. He spent his early years in 
newspaper work in that city. He went 
to law school and was admitted to the 
bar in 1901. He became connected with 
the Ohio insurance department in 1902 
and continued with it as an examiner 
until 1912. He then went with the Mid- 
land Mutual as comptroller. He has 
been secretary since 1914 and _ vice- 
president and secretary since January 
1927. One of his sons, Charles Stein- 
man, recently won the junior champior- 
ship as tennis player at Columbus 
Willis, the older son, is a student in 
Ohio State University. Mr. Steinman 
is noted for his conservatism and fair- 
ness in his dealings. 

The Midland Mutual will hold a series 
of regional meetings in October and 
November and the new president wil 
attend them. 


E. B. Stephenson, president of the Se- 
curity Mutual Life of Nebraska, wa‘ 
operated on recently for rupture, and 
is slowly mending at a Lincoln hospital 


S. B. Love, Richmond, Va., manager 
for the Mutual Life of New York, wil 
talk next month before the school o! 
romantic languages at the University o! 
Virginia on insurance in France, Italy 
and Spain, contrasting it with the Amer- 
ican idea of insurance. For several 
years Mr. Love has been speaking an- 
nually before the school of economics at 
the same institution on the subject 0! 

“Insurance and the State.” 

B. H. Walker, president of the Lif 
Virginia, is serving on the dey of 
counselors of the evening business ad- 
ministration school of the University of 
Richmond. 


President Wayne | E. Hibbard of the 
United States Life, of Portland, Ore.. 


announces the appointment of John, G. 
r. 


Miller as home office underwriter. 
Miller was formerly secretary of the Re- 
insurance Life. 
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The Nylic Agent’s 
Life Income 


It is as true of the man in the field selling 
insurance as of the one who buys that the 
sunset years of life should be financially se- 
cure and free from money worries. 


New York Life agents who measure up to 
the standards set by the Company and who 
stick to the “Nylic” program for 20 years 
are able to take longer vacations, to travel, 
and to retire on a certain life income. No 
matter what may happen to their other in- 
vestments, these faithful agents are finan- 
cially secure in their later years, for they can 
always rely on their “Nylic” income. Yet 
most of them, enjoying the work, continue 
to insure their clients after 20 to 50 years of 
service, thus adding substantial commissions 
to their independent incomes. 
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“Nylic,” in short, provides much the same 
incentive for the Agent as has prompted the 
growing popular interest in annuities. 
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Guaranteed 
Incomes 


What two words bring greater assurance to 
the average American today than “Guaranteed 


Incomes.” 


The Family Income is an actual necessity— 
but it only brings genuine peace of mind when 


it is guaranteed. 


The B. M. A. Income Continuance Plan guar- 
antees that the Income will continue to the in- 
sured and his family when it would otherwise be 


jeopardized by life’s five great hazards. .. . 


Sickness Accident 
Financial Difficulties 


Old Age Death 


The B. M. A. field force in each state is being 
increased to carry the message of Guaranteed 


Incomes to the Insuring Public. 


Life—Accident—Health 


Business Men’s 





Assurance Company 





Kansas City, Missouri 


W. T. Grant, President 
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NEWS OF THE COMPANIES 
New Junior Officers Named |showed insurance in force $32,552,557 





C cooperation 
that prod uces results 


EPRESENTATIVES of the State Life of Illinois are inspired by 
the increased business secured through the enthusiastic co- 
operation of our Policyholders. 

A cooperative plan that produces prospects, resulting in a 
higher average of business per call enables our representatives 
to earn a steady income. 

Limiting its operations exclusively to its Home State (Illinois), 
has resulted in economies of management which enables the 
Company to offer direct Home ce connections to experi- 
enced producers who desire maximum commissions first year 
and renewal. 


Inquiries regarding agencies in the following cities in Illi- 


ced] voi are invited: Freeport, Sterling, DeKalb, Springfield, Ie 
Danville, Quincy, Centralia and Alton. 











COURAGE and CONFIDENCE 


are needed to grasp Opportunity! 
Sm, 
ARE YOU QUALIFIED FOR AN ATTRACTIVE 
GENERAL AGENCY OPPORTUNITY? 
-_ 


GIRARD LIFE INSURANCE COMPANY 
Opposite Independence Hall Philadelphia, Pa. 

























Geared to the 
modern insurance 
needs- 











= the 
tnodern policy contracts 
G& The Lincoln National Life 
Insurance Company 
Fort Wayne, Ind. 
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Henningsen Assistant Actuary, Peters 
Assistant Claim Chief North- 
western Mutual 





MILWAUKEE, Sept. 28—V. E. 
Henningsen has been appointed assist- 
ant actuary of the Northwestern Mu- 
tual Life, becoming its youngest junior 
officer. He has been with Northwesi- 
ern Mutual since July 1, 1932. He was 
born in Graettinger, Ia., in 1908, and 
graduated from the University of lowa 
with B.A. and M.S. degrees. His uni- 
versity training included actuarial 
science. He is an associate of the 
American Institute and the Actuarial | 
Society of America. Before joining the 
Northwestern Mutual he was with the | 
Prudential about a year. 

R. L. Peters is appointed assistant | 
superintendent of claims. He has been 
with the Northwestern Mutual shawn | 
Aug. 23, 1932. He is a native of Wis- 
consin, graduated from the University 
of Wisconsin and attended George | 
Washington University law _ school, 
while serving in the documents depart- | 
ment in the Library of Congress, re- | 
turning to the University of Wisconsin 
to finish his law course i: 1920. Ue 
was for some time with the ciaim anc 
legal department of the North Shore 
railway. 


Larsen of Volunteer State | 
Goes to the Yeomen Mutual | 





Actuary Arthur W. Larsen of the Vol- 
unteer State Life at Chattanooga has | 
resigned to take a similar position with 
the Yeomen Mutual Life of Des Moines. 
He has been connected with the Volun- 
teer State Life as actuary for the last 
12 years. Previous to that time he was 
actuary of the Indiana insurance depart- 
ment and was the first actuary appointed 
after the office was created. He started 
with the actuarial department in the 
Federal Life in 1918 and then went with 
Actuary F. J. Haight at Indianapolis. 
He took his master’s degree from the 
University of Wisconsin. The Yeomen 
Mutual is building up a strong official 
personnel. 


Illinois Life Contract Stands 


The petition of 23 policyholders of 
the Illinois Life for removal of Gen. 
Abel Davis as receiver has been dis- 
missed by Federal Judge Wilkerson. 
The petition also asked abrogation of 
the contract whereby the Central Life 
of Iowa took over the assets and the |! 
business. The petitioners claim that 
the receivers had spent $70,000 without 
proper accounting and that claims had 
not been met. It is sincerely to be 
hoped that this will end the attempt of 
those seeking to displace the Central 
Life and get a foothold for themselves. 


Hear Royal Union Proposals 


DES MOINES, IA., Sept, 28.—Indi- 
vidual hearings on two of the eleven 
bids for the business of the Royal 
Union Life have been had before the 
co-receivers, L. A. Andrew and E. W. 
Clark. The bidders heard on propo- 
sals were R. E. Walker, representing 
Kuhn, Loeb & Co., New York, and the 
Lincoln National Life. 

Other hearings will be conducted 
until Oct. 3, when it is expected all of 
the eleven bidders will have had an op- 
portunity to explain orally the plans 
and contracts submitted. 


Lutheran Mutual Aid Figures 


The Lutheran Mutual Aid of Waverly, 
Ta., as of May 31, according to the Iowa 




















insurance department examination 


At the end of last year it had in for, 
$33,305,658. The Lutheran Mutual 4; 
is operating in a number of states 
always gives a good account of itself 


alg 





Peoples Mutual Receiver Asked 


Commissioner Jess G. Read of Ok. 
homa has filed a petition for receiver. 
ship of the Peoples Mutual Life, alle. 
ing the association is insolvent. He al 
asks cancellation of its charter. The jp. 
surance in force Dec. 31 was $1,434,9% 
The petition alleges that $30,672 


| claims are unpaid, and that no admitte 


assets were shown in a Jan, 
ment. 


l4 State- 





Church in Temporary Charge 


W. Q. Church, vice president Surety 
Life of Kansas City, Mo,, has assumed 
charge of the agency department for the 
present, until a successor is appointed to 
C. A. Danielson. Mr. Danielson has 
been appointed Supervisor of the Peoria 
Life. He will have headquarters x 
Lincoln, Nebr. 





Service Buys Hawkeye Life 
DES MOINES, Sept. 28.—Purchase 


|of the Hawkeye Life of Des Moines by 


the John Farber interests of Omaha js 
announced here. Mr. Farber is the head 
of the Service Life of Omaha. The 
Service Life is a merger of the Service 
Life of Lincoln, the Equity Life and the 
Union Pacific Assurance of Omaha. 

The Hawkeye Life was organized in 
1920 and has about $8,000,000 of insur- 
ance in force. The Service Life has 
$22,000,000 insurance in force. 

A. R. Ingleman is president of the 
Hawkeye Life and will retain charge of 
conservation work at the Des Moines 
office. The Hawkeye is licensed in 
Iowa, Illinois and Missouri. 


Thorpe Agency Superintendent 

W. T. Thorpe has been appointed 
agency superintendent of the Manufac- 
turers Life. He has been with the 
company for some years, serving in the 
policy department, then became branch 
cashier and secretary of the production 


club. 





Inspect Michigan Agencies 
F. L. Alexander and W. R 
president and field vice-president re- 
spectively of the Lafayette Life, La- 
fayette, Ind., have returned from a five- 
day visit to Michigan agencies. Presi- 
dent Alexander reports a decided im- 
provement in the territory and more 
optimism than for months. 


Southern with the Security 


W. Grady Southern, former vice presi- 
dent and actuary of the Southeastern 
Life, has been elected an official of the 
Security Life & Trust of Winston- 
Salem. He started as an office boy for 
the Southeastern Life and was made vice 


Smith, 


president and actuary in 1930. 





May Control Missouri Mutual 

Reports from Springfield, Mo., are 
that control of the Missouri Mutual As- 
sociation will probably pass into the 
hands of a group of local men headed 
by C. L. Fuller, a real estate dealer. 
The concern now has about $2,500,000 
of insurance in force. 





Life Company Notes 

The Pacifie States Life of Hollywood 
has retired from Indiana. 

The Tennessee Life of Knoxville has 
been chartered, its authorized capital 
stock being $200,000. 

Dr. James H. Humphries has been a?p- 
pointed assistant medical director of the 
Home Life of New York. 

The Life of Virginia has declared its 
regular dividend of 75 cents per shar® 
on the 250,000 shares outstanding, pay- 
able Oct. 2. 
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LIFE AGENCY CHANGES 
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| Pendleton With Home Life 


President of the Kansas City Life Un- 


derwriters Association Will 


Open New Office 





W. E. Pendleton has been appointed 
general agent for the Home Life of 
New York at Kansas City, Mo. He is 











WILEY E. PENDLETON 


one of the outstanding life men in that 
city, although one of the younger men 
in the business. He has lived all his 
life in Kansas City and for the past 
three years has been general agent for 
the Lincoln National Life. Prior to 
1930 he was connected with the Travel- 
ers in agency work. He is now presi- 
dent of the General Agents & Manag- 
ers Club in Kansas City and also presi- 
dent of the Kansas City Life Under- 
writers Association. This is a new office 
which Mr. Pendleton is establishing for 
the Home Life and it will be located in 
the Fidelity Bank building. 


H. Wibirt Spence, Jr. 


H. Wibirt Spence, Jr., nas been ap- 
pointed general agent of the Franklin 
Life in northern Indiana with head- 
quarters at South Bend. His father was 
formerly general agent of the Mutual 
Life of New York in Detroit. Young 
Spence has been in the work for 15 
vears. 





' Life Agency Notes 








A. B. Carson, who becomes agency 
supervisor of the Southeastern Life of 
Greenville, S. C., went with the home 
office agency in 1919, and has been one 
of its leading producers. He will work 
with Agency Vice-President = we 
Thomas. 

Heury LeBlanc has been appointed 
district manager of the Northwestern 
National Life at Fort Worth, Tex., with 
offices at 1222 Fair building. 

H. A. Schondelmayer, assistant man- 
ager at Toronto for the Mutual Life of 
Canada, has been transferred to Kitch- 
ener, Ont., as manager. 

The Imperial Life has appointed W. C. 
Gerdeon manager for British Columbia. 
Mr. Gordon has been manager for west- 
ern Ontario and will be succeeded by 
J. H. Shook, manager at Winnipeg. Mr. 
Gordon’s office will be located in Van- 
couver, 

T. L. Bond, whose appointment as Bir- 
mingham general agent of Volunteer 
State Life was announced last week, has 
decided to remain as general agent there 
for Atlantic Life. 

Fred Colvin, who has been manager 
ef the Income Life at Knoxville, Tenn., 
has been transferred to Chattanooga. 

©. A, Gunkel has been appointed mana- 
fer of the Nerth American Life of Chi- 
cago at Canton, O. He has been in an- 
other line of business. 


“Monthly Income and How to Write 
lt.” by Harry McNamer. Covers the 
general needs of this kind of protection, 
$2. The National Underwriter. 


Takes Home Office Agency 


George W. Schoeffel Is Appointed Man- 
ager of the Portland Office of the 
Oregon Mutual 








G. W. Schoeffel, one of Portland’s 
prominent life men, has been appointed 
manager of the Portland, Ore., agency 
of the Oregon Mutual Life of that city. 
His office and that of the entire Port- 
land agency staff will be housed in the 
Oregon Mutual Life building. 

The company has charted its future 
operations carefully and has adopted 
plans for further expansion making it 
necessary to provide for the training of 
additional personnel required. When 
new territory is opened and developed, 
men of managerial ability will be needed. 
As it is the policy of the company to 
promote from the ranks wherever pos- 
sible, it is proposed to man and equip 
the Portland agency so as to provide 
suitable training for men to fill these 
new positions. 

Recently agencies were established in 
California and the groundwork was laid 
for the future development of this west- 
ern field. In the past ten years the 
amount of insurance in force has been 
more than doubled. Today it exceeds 
more than $52,000,000, and in the next 
ten years it is the purpose of the com- 
pany to again double the business. 

Mr. Schoeffel has been in insurance 
work in Portland since 1922, having been 
with the Penn Mutual Life both as a 
producing agent and as assistant man- 
ager. 
Oregon for the Union Central Life. A 
graduate of the University of Illinois, 
Mr. Schoeffel worked five years as re- 
porter and later as city editor of the 
Peoria “Journal.” He then became at- 
tracted to the possibilities of life insur- 
ance as a career and started his work 
as an agent in the field. In 1917 Mr. 
Schoeffel established his first agency in 
Peoria. It was on a vacation trip to the 
Pacific northwest in 1922 that he be- 
came convinced that Portland should be 
his future home. 


Yeomen Mutual 


The Yeomen Mutual Life of Des 
Moines this week announced further 
general agency appointments and the 
opening of new branch offices in sev- 
eral midwestern cities. 

A branch has been opened at 606 
Union Bank building in Davenport, 
Iowa, and A. T. Downey has been ap- 
pointed general agent. Assisting him 
will be Carl F. Fleming, cashier. 

A branch has also been opened at 416 
Merchants National Bank building, Ce- 
dar Rapids, and Stanley J. Lippman and 
Robert M. Threlkeld have been ap- 
pointed sales representatives, with V. B. 
3rown as cashier. 


G. Richmond Eckman 


Announcement of the appointment of 
G. R. Eckman, young Los Angeles life 
agent, as manager in southern Oregon 
for the Northern Life of Seattle, is an- 





nounced. He will make his headquar- 
ters at Eugene, Ore. Mr. Eckman was 
a partner in the firm of Hereford & 


Eckman, general agents at Los Angeles 
for Central States Life of St. Louis. Mr. 
Hereford will continue as general agent 
for Central States. 





H. J. Terwilliger 


H. J. Terwilliger, an assistant agency 
supervisor in the office of W. L. Boyce, 
Equitable of New York agency in Sy- 
racuse, becomes district manager of the 
Watertown office. Mr. Terwilliger suc- 
ceeds Hugh Wedge who has gone from 
Watertown to become Vermont man- 
ager for the Equitable with headquar- 





ters at Burlington. 











Protective Club Members’ 





Annual Vacation Trip 








August 6th to 9th, 1933, Protective 
Club members visited Chicago and 
A Century of Progress. Every year 
they visit some well known city or 
resort. Toronto, Montreal, Quebec, 
Boston, New York, New Orleans, 
Havana, Cuba, Chicago—all have in 
various years been hosts to Protec- 
tive Life’s honor club of fieldmen. 

The requirements are reasonable. 
The conventions are a balanced com- 
bination of business and pleasure— 
and one of many services provided 
by Protective Life for those who 
carry its rate book. 




















In 1930 he became state agent in | 


LiFe INSURANCE Qb. 
BIRMINOHAM, ALABAMA. 
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Why Should I Be Interested? 


AGE— . 
Forty-six years of business life—twice the experience period of 
your average prospect. 


STABILITY— 





Insurance in Force.......scecsesseseeceesesesseees $135,000,000.00 
TE in ec epee naan etagneeegnssenseseues 41,500,000.00 
307.40 





Resources back of each $1,000 of business........ 
Make any cc aparison you choose 


ADAPTABILITY— 
Both Participating and Non-Participating—all regular forms, 
equally competitive. 
Three Special Forms 
Master Endowment at Age 63. 


Twenty Year Term Full Return Premium. 
Retirement Income—Guaranteed Investment. 


POSITIVE PLAN— 


Our development plan is working. 
Twelve new General Agencies in past three years. 
Twelve more to “be made” during 1933-1934. 


REQUIREMENTS— 
Above the average 






If you can furnish proof we will be interested. 
Territory available in Illinois, lowa, Missouri, 
Pennsylvania and Ohio. Write A. B. Olson, 
Manager of Agencies. 

















LINCOLN.NEB. 
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As SEEN FROM CHICAGO 





INDUSTRIAL PEOPLE RESENTFUL 

Executives of companies writing in- 
dustrial insurance are expressing resent- 
ment at the reception being accorded 
Jack Bradon by some of the organiza- 
tions in Chicago writing ordinary insur- 
ance. Bradon has been on the war path 
against industrial insurance, having pre- 
pared a rabid pamphlet on this type of 
business. Recently he has been address- 
ing some of the ordinary general agen- 





cies in Chicago, advising the agents on 
how to approach those who are now 
carrying industrial insurance so as to 

induce them to switch to ordinary. 

x * * 

CARSON WITH RICE-WRAY 
Robert C. Carson, Jr., who has been 
connected with the Samuel T. Chase 
agency of the Connecticut Mutual in 
Chicago, has joined T. C. Rice-Wray 
and associates, estate advisers of Chi- 





Reply strictly confidential. 
Underwriter. 


Personal Producers Desiring 
Agency Building Activity 


Under a new plan of expansion in our Chicago Agency, we 
will train and develop two unit managers. 
select these from the ranks of good personal producers 
desiring building activity in Chicago but unable to get into 
this kind of work in their present connection. 


We shall select two men who are now making a living sell- 
ing life insurance on a commission basis, and who feel that 
they can show other men how to do it. 


Our plan provides a new, extremely attractive agent’s con- 
tract for the unit manager and his agents; a liberal bonus 
for good renewal records; an overwriting commission on 
the business of the men in his unit; and a special bonus on 
business from new organization each year. 
sation is equivalent to the average general agent’s contract. 
These two unit managers will continue to sell personally and 
at the same time, with the assistance and co-operation of 
an experienced general agent and Chartered Life Under- 
writer, will build an organization of their own. 


The Company is an outstanding, strictly non-participating, 
low rate company located in the middle west. It is a thor- 
oughly conservative, well known institution with a 50 year 
record of sound financial management. Write for an inter- 
view. Please give complete history and salary required. 
Address X-88, The National 


We want to 


The compen- 











originated 
“cake and penny too.” 








“Cake and Penny Too” 


The new Family Income Rider applied to the 
Income for Life Plan (at age 65), which Fidelity 
» meets the demand for the economic 
The Rider may also be 
applied to the Endowment at 85 plan. 


Offers New Opportunity 

Here is opportunity to sell the man who likes 
the Family Income plan, but thinks of his own 
needs first, or who must be content with a small 
contract, or who is not a preferred risk, or who 


| demands greater disability benefits, or who wishes 
_ to reduce the period of extra premium payments. 


Write for information 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 

















cago. Mr. Carson has been connected 

also with the Rockwood company of 

Chicago and the Alfon Bahr agency. 
a 

KARL KORRADY LEAVES POST 

Karl B. Korrady, well known life in- 
surance man in Chicago, has resigned 
his position as assistant representative 
of the receiver at the home office of the 
Illinois Life in order to devote his full 
time to his insurance brokerage business. 

: ¢ 2 
SPAULDING HOLDS ANNUAL MEETING 

The annual agency meeting of the 
R. E. Spaulding agency of the Mutual 
Life of New York at Chicago is being 
held Thursday. Mr. Spaulding’s annual 
meetings always are interesting affairs, 
comprising an all day educational con- 
ference and business session, followed 
by a dinner. The entire program for 
this conference was drafted from the 
agency staff and the entertainment at 
the dinner also was put on by home 
talent. 

Mr. Spaulding as usual was a genial 
master of ceremonies, conducting af- 
fairs in his well known informal manner. 
The Spaulding agency $1,100,000 
ahead in production this year as com- 
pared with the same period last year 
and also appreciably ahead in number 
of lives insured. 


1s 


x * x 

FORM ILLINOIS MUTUAL LIFE 

The Illinois Mutual Life of Chicago 
has been chartered under the 1927 act 
by the Illinois department. The legal 
work is being done by E. R. Elliott of 
Chicago, insurance attorney. The IIli- 
nois Mutual has been formed by men in 
the Pacific States Life. The directors 
include Frank Heilemann, eastern gen- 
eral agent for the Pacific States Life and 





—~. 


former president of the Chicago 
tional Life, which failed some 
and William L. Vernon, 
the Pacific States. 


time ag 
president 

The other directo, 
all are connected with the Pacific 


States 

or its subsidiaries. 
Mr. Elliott states that a $10, 
guaranty fund has been complete 
subscribed and paid in cash. The cop. 


pany is awaiting approval by the & 
partment of policy forms before going 
ahead with securing the required 9 
applications. It #s said this task, hoy 
ever, has been pretty well lined up 

advance. 

The articles of association were fi\ 
with the department Aug. 28. 
ganizers are F. S. Heilemann, Evans 
ton, IIL; J. L. Robinson, E. R. Elion 
and R. E. Furrow, all of Chicago, ané 
Edna C. Larkin, Evanston. 

-_.. 


OPINION ON SECURITIES ACT 


Interpreting the new Illinois Securi. 
ties act, Attorney-General Kerner hold 
that it does not apply to the sale of life 
insurance or annuities, but does apph 
to the sale of insurance company stock 

Where an insurance company is or. 
ganized with less than 25 stockholders 
and with no expense for organization, 
it is exempt from the securities act 
However, where there is any expens 
for organization, or payment made i 
stock salesmen, the promotion must 
qualify under the new securities law. 

The attorney-general rules that all 
promotions in course of organization 
must comply with the new law, even 
though they were started before the 
new law took effect. Sales of stock al- 
ready made will not be affected, but 
new sales must be in compliance with 


The or- 





the provisions of the new law. 








LIFE COMPANY 


CONVENTIONS 





General Agents’ Meeting 





Provident Mutual Holds Cunfevenses to 
Discuss Plans for the Final Three 
Months 





A series of two-day sales sessions for 
Provident Mutual general agents was 
held from Sept. 15 to Sept. 23. The 
first session was held in New York City 
with general agents from all New Eng- 
land and middle Atlantic agencies in at- 
tendance. A second meeting was held in 
Pittsburgh for the benefit of the south- 
ern group, and those agencies immedi- 
ately around Pittsburgh. The last ses- 
sion was held in Chicago. All the mid- 
dle western agencies were represented, 
coming from as far as Denver. The Pa- 
cific Coast agencies will be covered by 
a personal visit to Manager of Agencies 
F. C. Morss in October. 


Discussion of Plans 


_ The topic of discussion at the meet- 
ings centered around plans for the last 
three months. Mr. Morss, who pre- 


campaign and led the discussion of old 
and new organization work. f 
Cross, assistant manager of agencies, as- 
signed the sales quotas to the various 
general agents. 

M. L. Williams, assistant manager of 
agencies, introduced new sales promo- 
tional plans, including considerable new 
material in the nature of prospecting 
methods, work control, canvassing talks, 
direct mail letters, new approaches, ex- 
positions of the contracts, including new 
proposal forms, and several closing ef- 
forts. E. M. Bechtel and E. A. Far- 
rington, agency assistants, demonstrated 
some of the new plans for business get- 
ting. 

N. A. White, in charge of advertising, 
announced a new campaign for the year 
beginning Oct. 1. Full page magazine 
advertisements stressing the security of 
life insurance as an institution will ap- 
pear in the “American Magazine,” “Lit- 








: - | who 
sided, announced the general plan of | 


“Time.” In addition, an extensive news- 
paper advertising campaign of direct 
selling will be introduced. 


Northwestern Mutual Life 
Wisconsin Men in Chicago 





Thirty-five Wisconsin agents of the 
Northwestern Mutual Life, who were 
the winners in an August production 
contest among the five general agencies 
in that state, together with the heads of 
those agencies, were given a trip to Chi- 
cago this week, attending the world 
fair Tuesday, an agency conference of 
their own at the Palmer House Wednes- 
day and the sessions of the National 
Association of Life Underwriters. . 

The competing agencies were those 
of Cameron & Carroll, Oshkosh; Harry 
L. French, Madison; Ben S. McGiv- 
eran, Eau Claire; Victor M. Stamm. 
Milwaukee, and W. F. McCaughey, 
Racine. President M. J. Cleary, Grant 
L. Hill, director of agencies, and W. R. 
Chapman, assistant director of agencies, 
worked out the contest details, 
were present from the home office and 


| spoke at the luncheon Wednesday. 


D. | 





erary Digest,” “Popular Science” and 


The five agencies submitted business 
in August on nearly 950 lives for more 
than $3,650,000, written and examined. 
With 15 additional days in September 
to deliver this August business, they 
paid for 822 lives and $2,528,261 was 
issued. The “Chippewas,” or northern 
agencies, comprising the first three 
listed above, defeated the “Pottawat- 
tomies,” the two southern agencies, on 
all points, including net volume, net 
lives and number of qualifying produc- 
ers. 


Agricultural Life Celebration 


Sixty agents of the Agricultural Life 
of Detroit met Monday at Grand Rap- 
ids to celebrate the 17th anniversary ot 
the company. President S. A. Lambert. 
Secretary A. F. Alders, and Medical 
Director Dr. Hershey attended. There 
was a noon luncheon, a business session 
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© ., the afternoon, and a banquet in the 


Elmer Beers and Harry Glass 
d Rapids were the main speak- 
ers. H. M. Truesdell, 
Grand Rapids, has been appointed home 
office supervisor of agents. 





Lincoln National 1934 Convention 


The 1934 convention sites of the Lin- 
coln National Life have been announced. 
Members qualifying in 1934 from the 
eastern territory will meet at the Grove 
Park Inn at Asheville, N. od 
the western territory will meet at the 
Broadmoor, Colorado Springs. 


New York Life Coast Meet 


The convention of the $100,000 club 
members of the Pacific department of 
the New York Life was held in Santa 
Barbara, Cal., Sept. 21 to 23, 
attendance of approximately 100 agents 
from California, Nevada, Arizona, and 
the Hawaiian Islands. The meeting was 





in charge of F. A. Wickett, inspector of | 


manager at. 





Those in | 


with an | 


agencies for the Pacific Department and 
Clark E. Bell, southern California super- 
visor. 


Midland Schedules Meetings 


KANSAS CITY, MO., Sept. 28—The 
Midland Life will hold an agency meet- 
ing for Missouri, Kansas and northern 
Oklahoma agents here Oct. 20-21, and 
one for Texas and southern Oklahoma 
agents at Dallas, Tex., Oct. 27-28. 
These are the first meetings the com- 
pany has held in almost two years. They 
inaugurate a more active company pro- 
gram, for which officials believe the time 
is right. 

Daniel Boone, president; O. C. Thorn- 
ton, agency secretary, and C. M. Cort- 
ney, superintendent of agents, will be 
the principal speakers. 








Manuel Camps, Jr.. general agent of 
the Penn Mutual Life at Boston, ad- 
dressed the sales force of the W. A. 
Alexander & Co. general agency of the 
company in Chicago Monday. 








NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


ks, etc. Supplementing 


the “Unique Manual- 


t” and “‘Little Gem,”” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Lamar Life’s New Contracts 





Vice President Babbitt Announces An- 
ticipator, Life Expectancy and Guar- 
anteed Monthly Income Forms 





Three new policies of the life expec- 
tancy series have been announced for 
the Lamar Life by A. E. Babbitt, vice- 
president and actuary. They are: “An- 
ticipator,” the “Lamar Life Expectancy” 
and the guaranteed monthly income. 
The “Anticipator,” minimum issued 
$5,000, has two conversion options and 
five adjustment options. The conver- 
sion options are: A new policy of per- 
manent form at the attained age or a 
new policy of permanent form at the 
original age. All adjustment options are 
for specified years, computed upon the 
original age of the insured. 

The “Lamar Life Expectancy” mini- 
mum written $2,500, has the same con- 
version options as the “Anticipator,” 
but not the five adjustment options. 

The guaranteed monthly income con- 
tract is written on a premium basis of 
$10 a month for an income of $100 a 
month for a specified number of months. 
The minimum units are for an income 
of $50 a month from ages 15 to 46 in- 
clusive and $100 a month from 47 to 60 
years inclusive. This contract provides 
for a final payment of cash in addition 
to the monthly income at the end of a 
specified period calculated from the age 
of the insured. 

The three life expectancy contracts 
have cash, loan, paid-up, and extended 
insurance values. They will be issued 
with or without the total and perma- 
nent disability and the accidental and 
doubl indemniy benefits. The ages for 
the three contracts are 15 years to 60 
inclusive. 





New York Life 

The New York Life is issuing a new 
retirement income endowment policy at 
65 for males. It provides for $10 per 
month per $1,000 income which is paid 
for 100 months. The monthly income 
can be started at an earlier age at a 
reduced figure. 


_The Great West Life has appointed 
~~ -¥ Brock branch secretary at Mon- 
real, 





Four New Midland Policies 


Two Guaranteed Savings Retirement In- 
come at 60 and Salary Continu- 
ance Forms Issued 








KANSAS CITY, MO., Sept. 28.—The 
Midland Life has issued four new poli- 
cies, two “guaranteed savings,” or cou- 
pon policies; a retirement income en- 
dowment at age 60, and a salary contin- 
uance policv. 

The guaranteed savings policies are 
issued on the ordinary life and the 20 pay 
life forms, and contain coupons provid- 
ing an increasing amount for 20 years. 

The annual premium in the ordinary 
life policy is permanently reduced after 
20 years to the difference between the 
full annual premium and the amount of 
the last coupon reduction. The policies 
are non-participating, byt they contain 
options available to dividends on “par- 
ticipating” policies, and, unlike “partici- 
pating” policies, all of the amounts 
available under the options are guaran- 
teed and specific and are provided for 
by adequate reserves. 

The 20 pay life provides for the pay- 
ment of dividends after it becomes paid 
up. The ordinary life also provides for 
payment of annual dividends if it be- 
comes paid up. The cost of the ordi- 
nary life guaranteed savings policy is 
$25.85 per $1,000 at age 35; that of the 
20 pay life is $36.00 per $1,000 at age 35. 

The retirement income endowment at 
age 60 provides insurance to the matu- 
rity age, and a monthly income to the 
insured after that age guaranteed for at 
least 100 months certain and continu- 
ing thereafter for the insured’s lifetime. 
The monthly income beginning at matu- 
rity is at the rate of $10 per each $1,000 
of insurance. The first income payment 
is made on the policy anniversary near- 
est age 60. 

The maturity value of a $1,000 policy 
is $1,385. In the later years of the con- 
tract the cash surrender value exceeds 
the face amount, and in event of death 
in such years, the cash surrender value 
instead of the face amount is paid. Total 
disability waiver of premium benefit and 
double indemnity may be included. 

In addition to the income payments 








Innovations Prove 
Their Worth 


Srartic though they were when in- 
augurated 25 years ago, Columbus Mutual In- 
novations have proved their worth. Vested 
Renewals, Unrestricted Territory, Automatic 
Promotion, Direct Home Office Contracts for 
every Agent offering unlimited opportunity for 
Personal Production and Agency building with 
liberal compensation and freedom from con- 
straint or coercion—these Innovations have made 
possible unusually Low Cost Insurance, and 
have saved huge sums for both Policyholders and 
Agents. 


COLUMBUS MUTUAL LIFE 


Columbus, Ohio 











GLoBE Lire INSURANCE Co. 
OF ILLINOIS “24 
HOME OFFICE ADDRESS SINCE 


431 South Dearborn St. 
CHICAGO 


Pose Barry Dietz 
President 


1895 






































e Brokerage Business Solicited in Illinois 


































































































A 
LEGAL 

RESERVE 

COMPANY 

THE UNITED STATES LIFE Uourany 


In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


Organized 1850 

















ST. LOUIS MUTUAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
“Solidity maintained three-quarters of a century for policy- 


holders and agents.” 


F. H. KREISMANN, PRESIDENT 


@Reliable representatives desired in Kansas, Illinois and 
Missouri. 














16 


THE NATIONAL 


UNDERWRITER 


September 








29, 1933 





for-100 months certain guaranteed by 
the contract, there will be allowed each 
year such excess interest on the funds 
retained as the company may declare on 
such funds. The cost is $41.06 per thou- 
sand at age 35. 

The salary continuance policy is of the 
limited monthly income type and pro- 
vides for the payment at death of a 
monthly income of specified amount for 
a period of 12 months—actually con- 
tinuing the insured’s salary for that 
period. The policy can be attached to 
any policy or sold separately. The com- 
muted value of a monthly income of 
$100 for twelve months is $1,180. 


Kansas City Life 


The Kansas City Life has just put in 
effect a new rule permitting engineers, 
firemen, brakemen and switchmen of 
railroads to buy standard insurance at 
regular rates. For some years the com- 
pany has sold 20-pay life and endow- 
ment policies to the railroad men at 





standard, having put on the books a 
large volume of this business. Under 
the new rule there are no limits as to 
the forms which may be written on 
these classifications, but the company’s 
limit, it is said, probably would not be 
over $10,000 to $15,000 on a single life. 


Home State Life Gets 
Out a New Rate Book 


The Home State Life of Oklahoma 
City has gotten out a new rate book 
covering ordinary and industrial policies. 
The ordinary book contains the usual 
standard forms including long term en- 
dowments. It also has expectancy terms 
and select risk policies. There are ten 
forms of the “Home State Special’ poli- 
cies which are investment contracts pro- 
viding for an accumulation of deposits. 
The ordinary book also shows a com- 
plete line of juvenile policies issued up 
to age 14 from birth. There is a new 





30 year old company. 


and double indemnity. 


Opportunity for managers 


Desirable Territory 


pCR qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 











President F. L. Brown 
Rockford Life Insurance Co, 
Rockford, Illinois. 


Dear Sir: 

Name 

REIEED ccccccccaceveeseses evcececcecessccece 
GP cacacensetecsces eeccecccces 


Rockford Life Has a Message for You 


It Concerns Contract Direct 
With The Company 


SEND ME THE MESSAGE 
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retirement annuity contract with a flat 
premium of $50 for all ages. It provides 
that the annuitants may begin to receive 
life income at any age from 50 to 70, 
the amount of income varying in accord- 
ance with the number of premiums paid 
and age at retirement. 

The industrial policies have been lib- 
eralized by increasing the amount of 
insurance in force at all ages on all 
policy forms. The policies include ex- 
tended term insurance values as well as 
cash and paid up. 


New Pacific Mutual Rates 





Both Participating and Non-Participat- 
ing Schedules Changed Effective Oct. 
1—Principal Forms Given 


The Pacific Mutual Life has issued 
new rates effective Oct. 1, on both its 
participating and nonparticipating poli- 
cies. The rates for the principal forms 
without disability follow: 


Rates Per $1,000—Participating 


ra = 
he - as a? a 
ses » z .& = 
& a oO. *&o s E =~ 
M4 2: 2 22 5S ae 
< 6 & HS Sh wk ES 
$ 3 $ 3 $ $ 
20. 17.80 26.20 20.65 47.30 10.30 21.37 
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23.... 19.00 27.55 22.40 47.60 10.50 22.74 
24. 19.45 28.05 23.05 47.70 10.60 23.24 
25. 19.95 28.55 23.75 47.80 10.70 23.80 
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ASSOCIATIONS 


Buyers Speak at Indianapoj; 


Attorney Criticizes Agents for Offering 
Legal Service to Prospect—Four 
Types Are Described 














INDIANAPOLIS, Sept. 28.—Fiy, 
buyers of life insurance told a large 
gathering of life underwriters what the, 
thought of their sales methods at th 
opening fall meeting of the Indianapoj 
Association of Life Underwriters. KF 
Pantzer, a local attorney, said that hy 
thought it unethical for life underwriter; 
to offer service that they are not quali. 
fied to perform. He referred particy. 
larly to trust agreements and said tha 
some of these had come to his attention 
which had been drawn up at the hom 
offices of the companies and did no 
conform to the legal requirements of 
Indiana. 

Gen. Robert Tyndall, investment map, 
said the agent who was most persistent 
in keeping in touch with him got his 
business. 

Mrs. Florence Thacker, an attorney, 
divided life agents into four types: 
The man who claims his is the only 
company, the only policy, etc. 2. The 
man who insists on making his canyass 
when his prospect is too busy to listen 
3. The agent who runs to figures and 
actuarial formula that are over the head 
of his prospect. 4. The agent who de- 
velops his case rationally, with due con- 
sideration for his prospect’s convenience, 
insurance needs and within the scope of 
the prospect’s understanding. 

K. Ruckelshaus, another attorney, 
said that prospects in convenient range 
of insurance offices are over-solicited, 
while many prospects farther out from 
the downtown districts are rarely so- 
licited. He also said he is opposed to 
use of tragic tales to scare prospects 
into signing—backing the hearse up to 
the door and similar methods. 


x * * 
Great Improvement in Six 


Months, Boissard Predicts 


MILWAUKEE, Sept. 28.—In six 
months business, especially life insur- 
ance, will show an immeasurable im- 
provement G. A. Boissard, president 
National Guardian Life, Madison, Wis.. 
predicted at the monthly meeting of 
the Milwaukee Association of Life 
Underwriters. Discussing recovery, Mr 
Boissard said: 

“The biggest barrier to recovery is 
our internal debt, which takes 20 cents 
of every dollar we earn, to pay interest 
and amortization charges. But the 
newspapers and the politicians have 
overemphasized farm mortgages in the 
debt loan. It is not farm, but city 
mortgages, that are the stumbling block. 
The $8,000,000,000 in farm mortgages 
represents only 7 percent of our total 
debt. Only 26 percent of the $134,000,- 
000,000 debt load of the country is the 
government's, while 74 percent is pri- 
vate debt. Whether these debts could 
be cleared up without inflation, I do 
not know. 

“No steel corporation will ever again 
pay $1,000,000 as a bonus to any man 
for a year’s work,” Mr. Boissard said, 
“and we will sell more life insurance 
when these disproportionate expendi- 
tures to single individuals are no longer 
possible. 

“Instead of using the word ‘depres- 
sion, we should say plainly ‘hard 
times,’ which is a challenge to make 
times better. For ‘unemployment’ and 
‘relief’ we should substitute ‘out of! 
work’ and ‘alms’ as properly describing 


them,” Mr. Boissard said. 

*x «*« * 
San Francisco—A meeting of the 
officers, executive committeemen and 


advisory cabinet of past presidents w 
be held Oct, 2. 
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| Pungent Paragraphs By Riehle 


T. M. Riehle of New York, associate 
eneral agent of the Riehle agency of 
the Equitable Life of New Yerk, was a 
speaker before the Jefferson Standard 
Life convention in Chicago this week. 
Iulian Price, president of the company, 
introduced Mr. Riehle, who said in part: 
“I am trying to get a patent on a new 
invisible ear trumpet for the exclusive 
use of life men. It is so constructed that 
the ear drum does not react to the word 
‘no’ until it has been sounded at least 
eight times. It is so constructed that the 
word ‘ves’ is heard even though the 
prospect never actually utters it. 

“Business success in Our business is 
entitled to rank as a moral virtue. The 
only way—the successful way—to start | 
selling is to sell. Why bemuse ourselves 
with words? Refresh your state of mind 
ff you wish by drinking at the fountain 
of philosophy, but then put it into action. 

“Stop dignifying minor considerations. 
Let us magnify major ones. Let us be 


men of action and not see too many of | action. 
the difficulties surrounding every i 


sion, and while we hesitate and doubt, 


| practical. 
| life insurance. 


| be practical. 


| permit life to march past us. There is 
surely no emotion we need more than 
|courage. Build an ambition picture to 
| fit your abilities. Throw away the fine 
}resolution that is not carried out; ‘in 
| bed’ resolutions; ‘yeasty’ enthusiasms. 

I think it is fair to mark’ any man 

‘failed’ if he fails to do his best. A 
| life underwriter must play the game and 

do his best or else be looked upon as an 
| inferior, not by his superiors, but worse, 
| by his own equals. 

“A good life man is simply a dreamer 
|'with a good balance wheel. Life is 
Life is idealistic. And so is 
Life insurance is ideal- 
ism and practicality in balance. Sur- 
render neither. It is impractical only to 
It is foolish to be only 





idealistic. 

“Develop a religion of courage. A 
golden opportunity lies in our state of 
mind. 

“It is now time to go from oratory to 
Our present opportunities are 
fruitful. Our future progress will out- 
run all calculations.” 








GENERAL AGENCY NEWS 





H. M. Holderness in Address 


People Must Look to Old Age and De- 
pendency, Says Connecticut Mutual 
Vice-President 








MILWAUKEE, Sept. 28—H. M. 
Holderness, vice-president in charge of 
agencies for the Connecticut Mutual 
Life, addressed the Kenneth W. Jacobs, 
Jr, general agency here. The Jacobs 
agency led in a national contest with 
106 percent increase in paid-for business 
in June and July over the corresponding 
months a year ago. 

“Our people must get over this get 
rich quick idea and settle down to a 
simpler mode of living,” Mr. Holderness 
said. “Buffeted by adversities, we have 
begun looking into the future, into old 
age and dependency, into the establish- 
ment of a little security for ourselves.” 

Mr. Holderness said he firmly believes 
that from observations during visits in 
various parts of the country, industry is 
decidedly on the upgrade but that the 
agricultural section in the middle west 
is in a deplorable condition. The indus- 
trial side of the administration’s recov- 
ery program has been effective. 

Five Million Campaign 

KANSAS CITY, MO., Sept. 28.—The 
William Alexander campaign in the A. 
M. Embry agency of the Equitable of 
New York resulted in a total volume of 
$5,048,223 written business on 1,601 
cases. The total number of producers 
was 200. The campaign extended from 
July 1 to Sept. 8. Harry Rose of St. 
Joseph led. 








Guarantee Active in Cleveland 


The Ohio branch of the Guarantee 
Mutual Life of Omaha, established at 
Cleveland in April, 1933, reports $1,305,- 
000 of new business in force up to Sep- 
tember. I. D. Wallington, manager, 
says that September business will run 
about 33 percent ahead of August. 

A convention will be held in Cleve- 
land, Oct. 16-17 for all agents of Ohio 
and West Virginia. Home officials who 
will be present include F. A. Hicks, su- 
perintendent of agents; A. C. Stokes, 
medical director; and L. E. Gillespie, 
treasurer. 


Yates Opens Branch 





LOS ANGELES, Sept. 28.—The John 


W. Yates agency at Los Angeles for | t 
has | insurance basis. 


the Massachusetts Mutual Life 


opened a branch agency in the Kline 
building, in charge of John H. Good- 
win as district manager. Mr. Goodwin 
was formerly with the Equitable Life 
of New York, having been a leading 
unit manager in its southern California 
field for the past ten years. 


Metropolitan Meeting in Wichita 


The Wichita district of the Metro- 
politan Life held an agency meeting 
last week with K. C. Ringer, superin- 
tendent of agencies and Harry At- 
ringer, supervisor, from the home office 
as principal speakers. H. C. Cunning- 
ham is manager of the district. 





Holderness in Des Moines 


Des Moines, Sept. 28.—H. M. Holder- 
ness, vice-president Connecticut Mutual 
Life, spoke at a luncheon meeting of 
agents of the Claude Fisher agency of 
Des Moines. 


B. C. Roberts 


B. C. Roberts, for the past four years 
assistant agency manager in the Equit- 
able Life of New York agency of W. L. 
Boyce in Syracuse, N. Y., has been ap- 
pointed agency manager for the Equit- 
able Life of Iowa, in Syracuse, succeed- 
ing M. G. Tuttle. Mr. Tuttle is leav- 
ing Syracuse to seek a climate more 
agreeable for his health. He expects to 
spend the next few weeks in Florida 
and then to locate either in Florida or 
California. Mr. Roberts, prior to his 
connection with the W. L. Boyce 
agency, was an agent in Scranton, Pa. 


Woodmen Appeals Decision 


OMAHA, Sept. 28.—An appeal has 
been filed in the Nebraska supreme 
court by the Woodmen of the World 
of Omaha from a recent ruling of the 
trial court holding that as the society 
is now selling life insurance on a legal 
reserve basis, policies known as benefi- 
ciary certificates issued in past years 
| are entitled to have applied to them the 
same formula as extended insurance. 
Christopher Baumgart took out a pol- 
icy in 1913 when the Woodmen was on 
a purely fraternal basis. The contract 
contained the usual restriction that sus- 
pension would follow failure to pay as- 
| sessments promptly. Baumgart was 
| under suspension when he died, but the 
court held that the excess collected over 
the actual cost carried his policy beyond 
the period of his death, thus construing 
the contract to operate on an extended 








Back 
of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
and progressive development. Tie to a company 
that is growing. 

Desirable agency connections available in 


Colorado 


Iowa 
Ohio s 


Munnesota 


Lee J. Dougherty, President 
Guaranty Life Insurance Co. 


Davenport, Iowa 













COMPLETE. 


coverage 


ORDINARY AND INDUSTRIAL 





LIBERTY NATIONAL 
LIFE INSURANCE CO. 


BIRMINGHAM , ALABAMA 











TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 


— in One Contract for One Premium 


Inquire 


UNITED LIFE 
and ACCIDENT 


INSURANCE COMPANY 


General Agency 
Contracts 


available at Bangor, Me.; 
Cincinnati, Ohio; Toledo, 
Ohio; Erie, Penna.; Har- 
risburg, Penna.; Altoona, 








Penna.; Williamsport, 
Penna.; and Detroit, 
Mich. United Life Bldg., Concord, New Hampshire 





A 10-DAY OPTION 


for purchasing the exclusive franchise for distributing National Underwriter 
Insurance Calendars in your city can be secured by sending 9 cents in stam 
for a complete sample to The National Underwriter, 175 West Jackson Blvd. 


Chicago. 
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ACTUARIES 











CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
SAN FRANCISCO LOS ANGELES 














A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Bivd. 


Glendale, California 
Phone: Douglas 3118 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 


CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
insurance Company."’ 
Attention to 
Legal Reserve, Fraternal and Assessment Business— 


Pensions 
26 North La Salle Street 


2 
Phone Franklin 6559 Chieago 








INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














| HARRY C. MARVIN 


Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 








MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. = | Jefferson City, 


800 Security Building, Kansas City 








NEW YORK 








| MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Audits Investigations 


Ferguson, Serling, Daniels & Porter 
Accountants and Actuaries 
102 Maiden Lane 
New York, N. Y. 


Management 








Organization 








PENNSYLVANIA 








FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 
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Aetna Life Plan 
Is of Interest 





(CONTINUED FROM PAGE 1) 


Mr. Brainard said. “It will require at 
least a generation and maybe more. We 
believe that now is the time to start. 
The transfer of the accident and liability 
department to the casualty company will 
result in much greater economy and will 
eliminate considerable duplication of ef- 
fort. As the business is now set up it is 
very complicated. Greater efficiency will 
result from the change.” 


Benefit Pointed Out 


When questioned regarding the bene- 
fit to be derived by either company from 
a financial standpoint Mr. Brainard de- 
clared that the change will be beneficial 
to the casualty company because the 
business which the accident and liability 
department of the Aetna Life has built 
up through the years will make money 
for the casualty company as it has for 
the Aetna Life. Mr. Brainard’s remarks 
in connection with this angle of the 
change will put at rest reports that the 
life company was shifting a “hot potato,” 
believing that now is the time to get rid 
of the casualty business. 


Analysis of the Figures 


An analysis of the figures of the two 
companies, however, will show that 
those who make such an assertion have 
not studied the question. The premium 
income of the accident and liability de- 
partment of the Aetna Life for the year 
ending Dec. 31, 1932, totaled $22,662,000. 
The department showed a loss of $1,- 
427,301 on the business written but this 
loss was largely offset by the interest 
earned on reserves which totaled $1,- 
193,000. Interest dividends and rents 
totaled $1,424,928. 

Ten-Year Period Shown 


For the ten-year period ending Dec. 
31, 1932, the accident and liability de- 
partment of the Aetna Life showed a 
net loss of $6,402,372, equal to 2.3 per- 
cent, of the earned premiums. This was 
more than amply offset by the interest 
earned on reserves which totaled $11,- 
153,035. During this period stockholders’ 
dividends totaled $5,800,000 in cash and 

2,500,000 in stock which is this depart- 
ss proportionate share of the dis- 
bursements made by the Aetna Life. 
Thus, it will be seen that while an un- 


derwriting loss has been incurred the | 


company*has made a profit on the busi- 
ness through the returns on its invest- 
ments which have been built up through 
the years. It is this profitable business 
which the Aetna Life will now transfer 
to the Aetna Casualty & Surety. 


Sees Trend of the Times 


Comment has been made in insurance 
circles that the Aetna Life, in making 
the move, is getting in line with what 
may be the trend of the future, calling 
for the divorcing of allied lines by life 
companies, so that the latter will do a 
strictly life business. 

During the past ten-year period the 
Aetna Casualty has earned an under- 
w riting profit of $3,269,811. For the year 
ending Dec. 31, 1932, it earned $1,436- 
427 while its interest on reserves totaled 
$1,034,000. The premium income last 
year was $13,914,000. After the gradual 
absorption of the accident department’s 
business the Aetna Casualty would show 
a premium income of about $35,000,000 
on the basis of last year’s figures. 

The change has long been considered 


by the Aetna Life, Mr. Brainard said, as 
it has been believed that the casualty 
business should be concentrated in one 
company rather than having it split be- 
tween two organizations. Allocation of 
expenses under the latter system is most 
difficult. Under the new system it will 
be possible for a purchaser of life insur- 
ance to obtain the fullest protection on 
his policy rather than having any jeop- 
ardization through a claim on the assets 
from the accident and liability depart- 
ment. 


Rate of Rejections 
Show Improvement 





(CONTINUED FROM PAGE 1) 


the same period last year, at a time when 
business conditions were far from good, 
and there is certain to be an even 
greater increase with an improved busi- 
ness outlook and greater confidence in 
the safety of air travel. 


No Exclusions Customary 


It is customary to write policies at 
standard rates with no exclusions where 
air travel is confined to scheduled air 
lines and trips to not exceed a certain 
limit, usually between 20 and 30 a year. 
Some companies will even allow double 
indemnity for aviation deaths on air- 
lines. Where flights exceed the speci- 
fied yearly minimum, however, there are 
complications, and it is against these 
that there is likely to be the most chaf- 
ing. 

The usual procedure where air travel 
is considered too frequent to be written 
at standard rates is one of the follow- 
ing: (1) a modified rider excluding all 
non-scheduled flights; (2) a rider elimi- 
nating all aviation hazards: (3) an ad- 
ditional premium to cover the additional 
aviation risk. 

Fortunately, the handling of the air 
travel hazard presents none of the 
serious complications that surrounded 
| disability and larve risks. Compared with 
| these, any increase in deaths from too- 
| liberal underwriting on aviation should 
| show up fairly quickly and not prove 
| particularly costly at the worst. 





Industrial Insurers First 


| 
| Session Program Announced 





The program for the opening ses- 
sion of the Industrial Insurers Confer- 
ence at French Lick Springs, . 16- 
18, has been announced. H. Lu- 
kins general counsel of the | BR 
National, will welcome the gathering 
and P. M. Estes, general counsel Life 
& Casualty, will respond. The minutes 
of the last meeting will be read by Sec- 
retary P. W. Jones and E. T. Burr 
will give his presidential address. The 
reports of the following committees will 
be given: Credentials, J. A. Walker; 
good of the conference, B. L. Tatman, 
and grievance, F. J. Walker. Treasurer 
P. W. Jones will report. 

Commissioner H. E. McClain of In- 
diana will talk and C. M. Biscay, West- 
ern & Southern Life, will discuss “The 
New Deal for Industrial Agents.” Mark 
Archer, general counsel Empire Life & 
Accident, will also talk. The member- 
ship report will be given by B. H. 
Handy and the golf committee will be 
reported by Raymund Daniel. 

On the second day A. B. Langley, 





vice-president of the Carolina Life, will 
discuss “Looking Forward.” 














UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 


In Unassigned Territory 


GREAT REPUBLIC LIFE INSURANCE CO. 
T. J. McComm, President 


vat Republic Life Building, Los Angeles, California 
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“PACKAGE” SELLING 
. is here to stay 


Most complete and salable 
“package” is 


Guaranteed Income 
Continuation Plan 


Provides any desired Monthly In. 
come of the same amount to 
cover 


ACCIDENT OR ILLNESS 
EARLY DEATH 


OLD AGE DEPENDENCY 
LACK OF CASH 





Issued only by 


ABRAHAM LINCOLN 
LIFE INSURANCE CO. 
Springfield, Illinois 
H. B. HILL, President 
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The New and Original Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


5 
THE PROVIDENT 


Life and Accident Insurance 


Company 
CHATTANOOGA, TENNESSEE 
Established 1887 
——— 
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GENERAL EDUCATION 
(CONTINUED FROM LAST WEEK) 
Question 4 


During recent years there have been 
numerous proposals to provide farm re- 
lief. Many of the proposals have in- 
volved either direct or indirect subsidies 
by the federal government. 

“(a) Explain the principal causes of the 
farm problem. af 

(b) What, in your opinion, would be 


ithe effect of a scheme of substantial fed- 


eral subsidization? Reasons. 


Answer to Question 4 


(a) The principal causes of the farm 
problem are as follows: ; 

(1) During the world war foreign pro- 
duction of farm products was greatly re- 
duced. As a consequence production 
of such commodities was. stimulated in 
the United States, both because of ris- 
ing prices and because of efforts on the 
part of the federal government. Mar- 
ginal lands were pressed into production 
and there was a rapid development in 
the use of machinery. 

(2) The high food prices encouraged 
the purchase of additional lands and 
equipment on a price basis commensur- 
ate with the condition of the times. 
Many of these purchases were made on 
credit. Mortgages were placed upon old 
farms to help purchase additional lands. 

(3) When the war ended, other coun- 
tries resumed their normal production of 
farm products, thus increasing the sup- 
ply and bringing about lower prices. 

(4) Low prices naturally made it dif- 
ficult for the farmer to meet costs of 
production, particularly since a large 
portion of these costs were taxes and 
interest charges based upon inflated val- 


; ues. Many farmers were unable to meet 
| their charges and as a result a large 


number of foreclosures resulted. 
(5) Tariff walls have resulted in re- 
taliatory tariffs by many of our former 


; consumers, with the result that our ex- 


port markets have been destroyed. 
Wheat and cotton are the commodities 
which have suffered most on this ac- 
count. Further, the farmer buys in a 
posterted market and sells in world mar- 
cets. 

_ (6) The individualistic nature of the 
farmer tends to bring about excessively 
large crops following the years of high 
prices. This is true because there is lit- 
tle effort toward cooperation in limiting 
the production of the various crops. 

(7) The present depression has tended 
to accentuate further the farm problem 
in that the prices of farm products have 
fallen to extremely low levels. 

(b) The effect of a scheme of sub- 
stantial federal subsidization would be 
unfortunate because it would encourage 
more production. The price of farm 
products is determined by the quantity 





on the market and the demand. Thus 
we must aim to lower the amount pro- 
duced or increase the demand, if the 
farmer is to be able to produce at a 
profit. If those who are now marginal 
producers are permitted to make profits 
because of a subsidy, then more marginal 
producers would appear and more farm 
products would be offered on the mar- 
ket. Instead of a subsidy it would be 
better to permit the law of demand and 
supply to operate. This would eliminate 
the present marginal producers, allowing 
the remaining producers to make a profit 
because of the higher prices which will 
result. 

The cost to the government under a 
plan of substantial subsidization would 
be tremendous, and would have to be 
met by general taxation. This is taxa- 
tion for the benefit of one class. There 
is no economic justification for produc- 
ing more farm products than the mar- 
ket will absorb. Such production is eco- 
nomic waste and should not be encour- 
aged by a subsidy. 

(b>) GOVERNMENT 

(Applicants who have successfully com- 
pleted Part IV of the C. L. U. examina- 
tions in previous years will answer the 
first and any two other questions. All 
other candidates will disregard the first 
question and answer any three of the 
questions numbered 2 to 5.) 


Question 1 


(a) Outline and explain briefly at least 


three important provisions of the fed- 
eral income tax law which directly per- 
tain to life insurance. 

(b) Explain in at least two respects 
how the naming of a beneficiary under 
a life insurance policy will influence the 
amount of tax which would be payable 
under the federal estate tax law. 


Answer to Question 1 


(a) As a general rule, premiums are 
not deductible as an expense under the 
federal income tax law. There are cer- 
tain exceptions, however, such as pre- 
miums for group life policies and poli- 
cies made payable to an educational, 
charitable, or philanthropic institution 
without reserving the right to change the 
beneficiary. 

Proceeds of policies payable by death 
are exempt. Proceeds payable at matur- 
ity are taxable to the extent that such 
proceeds exceed the amount of pre- 
miums paid. When proceeds are left 
with the company at interest, such in- 
terest is taxable as income. 

Dividends on life insurance policies 
are not taxable until the amount re- 
ceived exceeds the amount of premiums 
paid. 

(b) The federal estate tax law ex- 
empts $40,000 of insurance payable to a 
named beneficiary. This amount is in 








addition to the general estate exemption 
of $50,000. 

Where the insured does not reserve 
the right to change the beneficiary, and 
further divests himself of all other in- 
cidents of ownership, the entire pro- 
ceeds are exempt. However, it is neces- 
sary that all rights under the policy, 
such as dividends, cash and loan values, 
etc., are not controlled in any way by the 
insured, 


Question 2 


A visitor from Canada asks you for 
some information about the American 
system of government as _ contrasted 
with his own. He explains that in Can- 
ada the prime minister and members of 
his cabinet in the federal or dominion 
government sit in the parliament, in- 
troduce bills and defend them in debate; 
also, that the constitution of Canada 
provides that those powers not granted 
to the states (provinces) are reserved to 
the dominion. 

A visitor from Germany explains 
that in his country the constitution pro- 
vides that in time of emergency when 
public safety or welfare may require it, 
the president may make regulations and 
decrees which have the force of law 
and are binding until the next session 
of the national legislature; also, that the 
German federal government has recently 
appointed regents for the principal Ger- 
man states with complete authority to 
rule those states under federal control. 

Explain to the Canadian and German 
visitors the difference between their sys- 
tems and ours on these points. 


Answer to Question 2 


Our system of government differs 
from the Canadian system in several 
ways. In the United States, the Presi- 


dent and his cabinet do not introduce 
bills or sit in the law making branch 
of our government. Rather their duties 
are executive and administrative. The 
President suggests legislation in his 
messages to Congress and if the party 
he represents is in control, his recom- 
mendations are usually carried out. 

We have a system of checks and bal- 
ances wherein there are three depart- 
ments of the federal government: (1) 
legislative; (2) executive; and (3) ju- 
dicial, Each of these departments of 
government has its specific powers and 
each acts as a check on the other two. 
The President and his cabinet might 
“take their cause to the people” but 
they do not defend their pet projects in 
debate in Congress. 

Our constitution differs from the Ca- 
nadian in that those powers not ex- 
pressly given to the federal government, 
or not expressly forbidden to the 
states, shall be vested in the states. 

Our government differs from the Ger- 
man government in that our President 
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Woollen Is Honor Guest 
of Indianapolis Chapter 





H. M. Woollen, president American 
Central Life and a director of the 
American College of Life Underwriters, 
honor guest at a dinner meeting of the 
Indianapolis C. (L. U. chapter, wel- 
comed the 1933 Indiana C. L. U. class 
to fellowship in the Indianapolis chap- 
ter. L. T. Boyd, Kokomo, Ind., presi- 
dent, outlined the fall and winter ac- 
tivities. 

* * * 

Holders of CLU degrees in Kansas 
City, Mo., have formed a Chartered Life 
Underwriters’ Association, with R. H. 
Rice, Jr., National Fidelity Life, presi- 
dent; R. J. Wetzel, general agent Pacific 
Mutual, vice president, and O. J. Neibel, 
Massachusetts Mutual, secretary-treas- 
urer. 

&..o-e@ 


At a luncheon-meeting of the direc- 
tors of the Los Angeles chapter of Char- 
tered Life Underwriters it was decided 
to organize the Chartered Life Under- 
writers’ Institute of Los Angeles. The 
purpose of this institute is to provide 
efficient education facilities for the bene- 
fit of life underwriters who are interested 
in qualifying for the C. L. U. degree. 
Los Angeles Chapter of C. L. U. is to 
finance the entire cost of the program 
and has obtained from the Pacific Mu- 
tual Life permission for the use of its 
mezzanine conference room for meet- 
ings. Dr. F. F. Burtchett, University of 
California, will head the academic staff 
of the institute. 


does not have power to make decrees 
and regulations which have the force of 
law until the next session of the na- 
tional Congress. He has only those 
powers expressly delegated to him by 
the constitution or by Congress. If 
Congress is not in session he may call 
a special session and ask for such pow- 
ers as he deems necessary. 

In our country the federal govern- 
ment does not have the right to exercise 
federal control over the states, except in 
time of rebellion or invasion. The states 
have the power to govern themselves 
and they cannot be deprived of this right 
by the constitution. When the consti- 
tution was formed, each state being a 
sovere on, delegated only certain powers 
to the federal government, reserving to 
themselves all other rights. 

(TO BE CONTINUED NEXT WEEK) 





V. N. Henderson of San Antonio, Tex., 
was guest at a luncheon in honor of his 
25 years of service with the Texas Life 
of Waco. 
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North American Reassurance Company 
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Today's 
Aspirations 


WO thoughts are constantly 

with the average American 

citizen today:—First, to give 
most effective action to the na- 
tional movement to recapture 
prosperity, and second, to safe- 
guard himself against future de- 
pendency. Life insurance is the 
one absolutely safe course 
toward the second and most im- 
portant objective. This calling is 
more than ever for men of vision, 
industry and pride of service. 
Here is a Company in an ex- 
panding mood, which offers field- 
men an unexcelled Home Office 
contract with non-forfeitable re- 
newals. Modern and successful 
prospecting and sales service. 


California- Western 


States Life 


Home Office Sacramento 








Send 9 cents in — for sample copy 
o 


The Accident & Health Review 


The only exclusive acdident and health 
paper published. 
Address your inquiry to A-1946 
Insurance Exchange, Chicago 














ak you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 


the 
deal 


Agency Contract 


as issued by 





Madison, Wisconsin 
Openings in Wisconsin, Min- 
nesota, Iowa and Ohio 
USE THIS COUPON! 


C. M. Kremer, homey Supt. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 

I would like details of your square deal 
contract. 





Life Ad. Men Form 
Own Oréganization 





(CONTINUED FROM PAGE 2) 


Mr. Ljung made the novel suggestion 
that insurance commissioners in the va- 
rious states should insert full page ad- 
vertisements in the daily papers warning 
policyholders against giving up their 
life insurance and explaining to them 
that the policyholder almost never ben- 
efits by dropping his present insurance 
to take out another policy. 

The concluding talk at the morning 
session was made by C. M. Cartwright, 
managing editor of THe NATIONAL UNDER- 
WRITER, who addressed the convention on 
“The Relation of Advertising and Pub- 
licity Men to the Trade Press.” 


Advertisements Are Judged 


At the afternoon session J. A. Young, 
Monarch Life, announced the winners 
of the exhibits and the award of trophies. 
He explained that this year the displays 
were mounted on boards of a uniform 
size and that altogether there were 1,200 
items of advertising material submitted. 
The name of each company and its home 
address appeared on each display in 
uniform size. Both side walls of the 
large convention room were lined with 
the numerous exhibits which were sent 
in by practically all member companies. 

This year’s judges consisted of six 
members of the Springfield, Mass., Ad- 
vertising Club, Charles E. Freeman, ad- 
vertising manager of the Springfield 
Fire & Marine, acting as chairman of 
the group. Mr. Freeman’s committee 
used the point system in arriving at the 
convention trophy winner, which was 
the Massachusetts Mutual Life with 142 
points. The Provident Mutual was sec- 
ond with 109 and the Connecticut Mu- 
tual third with 103. 


Winners in 11 Classes 


First places were awarded to compa- 
nies under 11 headings, the winners in 
each classification being: Trade paper 
advertising—United Mutual Life, Indi- 
ana; national advertising — Dominion 
Life, Canada; folders and leaflets (sin- 
gle) Provident Mutual; folders and 
leaflets (group) Monarch Life; booklets 
—Northwestern Mutual; other printed 
material—Bankers Life, Iowa; blotters 
(single) — Lincoln National; blotters 
(group)—Life of Virginia; direct mail 
—Massachusetts Mutual; sales promo- 
tion—Monarch Life; agency promotion, 
Connecticut Mutual; publications to 
agents—Massachusetts Mutual; publica- 
tions to policyholders—Provident Mu- 
tual; conservation program—Great West 
Life, Canada. 

The constitution and by-laws which 
were adopted were presented by B. N. 
Mills, Bankers Life, the other members 
of his committee being C. T. Stevens, 
Phoenix Mutual; Rex B. Magee, Lamar 
Life, and Clifford Elvins, Imperial Life, 
Canada. 


Slattery Discusses Enclosures 


D. Bobb Slattery, Penn Mutual, 
opened the Tuesday morning meeting 
with his discussion of “Premium Notice 
Enclosures.” He advocated the use 
of only one enclosure at a time, and 
urged the use of a “thank you” slip 
with the premium receipt. His talk pro- 
voked general discussion. 

James M. Blake, Massachusetts Mu- 
tual, outlined in detail his company’s 
new sales promotion plan, to which has 
been traced $5,300,000 in new business 
since its inception last April. Mr. Blake 
was asked about several phases of the 
set-up. 

Lewis Hendershot, Berkshire and L. 
J. Evans, Register Life were the con- 
cluding speakers Tuesday morning. Mr. 
Hendershot discussed contests and Mr. 
Evans’ topic was “Sales Promotion 
Letters.” 

John W. Murphy, Pan-American Life, 
was unable to be present, but his paper 
on advertising in trade papers was read 
by Stephen A. Swisher, Equitable of 





Iowa. C. S. Smith, National Life & 





Accident, spoke on “Broadcasting Pro- 
tection.” Mr. Smith’s company operates 
a radio station at Nashville, and has 
been doing so since 1925. 

The Tuesday afternoon gathering had 
as its final feature round table discus- 
sions on five subjects. The round table 
leaders and the topics handled by them 
were: “Conservation,” Chlo Peterson, 
Business Men’s Assurance; “House Or- 
gans,” Stewart Anderson, Penn Mutual; 
“Industrial Insurance,” Emmett Russell, 
Jr., Life & Casualty; “Sales Promotion 
Letters,” T. M. Rodlum, Acacia Mutual; 

At the final business session the 
speakers were T. J. Hammer, Protective 
Life; C. Sumner Davies, Provident Mu- 
tual; H. J. Johnston, United Mutual; F. 
J. McNab, Dominion Life; J. A. Young, 
Monarch Life; R. H. Mathus, Connecti- 
cut Mutual; J. F. Blake, Massachusetts 
Mutual and C. T. Steven, Phoenix Mu- 
tual. 


Lieper’s Playlet Pleases 


The skit written by Bart Lieper, Pilot 
Life, and entitled “How It Works” scored 
heavily. It depicted conditions in the 
office of a life advertising manager 
before and after joining the Life Adver- 
tisers Association. The cast consisted 
of Bart Lieper, Karl Ljung, Jefferson 
Standard; Chlo Peterson, Business 
Men’s Assurance; Fred Fischer, Lin- 
coln National and Seneca M. Gamble. 





Personalities on Screen 


at Life Ad. Convention 


Bart Leiper, Pilot Life, who was 
elected secretary of the L. A. A., drove 
to Chicago from Greensboro with Mrs. 
Leiper and their three sons. The Leiper 
family is taking in the world fair and 
will remain in Chicago until after the 
Pilot’s agency convention to be held 





Oct. 2-4. 
Se 2 @ 
A telegram of regret was read from 
Rex. B. Magee, Lamar Life, who, al- 
though unable to be present, let it be 


known that he is mailing his applica- 
tion for charter membership. Mr. Ma- 
gee, always prominent at the southern 
regional meetings of the Insurance Ad- 
vertising Conference, is known to his 
friends as the “Vanishing American.” 

A telegram of regret was read from 
John H. Rees, Colonial Life. 

* * * 

R. C. Budlong, Northwestern National, 
was given the job of handling the trade 
press and rendered an excellent account 
of himself. 

Miss Chlo Peterson, Business Men’s 
Assurance, was the only feminine rep- 
resentative on hand and received all of 
the attention due one possessing that 
distinction. 

*x* * * 

John W. Murphy, Pan American Life, 
who was to have delivered a talk on 
“Advertising in Trade Papers,” was not 
able to attend. 

* * * 

A distinguished and interested com- 
pany official at some of the sessions was 
Henry E. North, vice-president Metro- 
politan Life. 

On the opening day the thermometer 
hit the 90 mark, and as a result those 
present went coatless throughout the 
first day. 

* * * 

The printed programs did not arrive 
from Hartford until the second morning. 

Instead of the usual seating arrange- 
ment, there were rows of chairs in front 
of which were long narrow tables. 
Many used the tables for writing pur- 
poses. 

* * * 

A. C. (“Tex”) Bayless of the South- 
land Life at Houston, Tex., attended the 
Tuesday morning meeting. He is keenly 
interested in all forms of life insurance 
advertising and has spent $80,000 of his 
own money on it. 

* * * 

A telegram was sent to the Insurance 
Advertising Conference meeting at 
Briarcliff, N. Y. It was signed by L. C. 


Cushman, Massachusetts Mutual; Her- 
man Koch, New England Mutual; C. 
Sumner Davis, Provident Mutual, and 


read, “We send greetings and best 
wishes and notify you that we have ap- 
pointed our part of an inter-conference 
committee to discuss advertising plob- 





lems of common interest.” 


| 














President 


Stephen M. Babbit 


HUTCHINSON, KANSAS 









































No Better Territory 


No Better Company 
No Better General Agent’s 
Contract Than Our Service 
Dictate Centbenet 


W. W. Lane, 
Secretary 





THE LAFAYETTE 
LIFE INSURANCE 


CO. 


Alexander 
President 


W. R. Smith. Field Vice-President 
LAFAYETTE, INDIANA 
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Got It 


readily write. 

The trouble has been to find a 
contract which fully met their 
income protection. 

We think we've got it in our 
of policies. 
= al 
MAIL COUPON 








Executive Office 
CINCINMATI-ONIO 





| inter-Ocean Casualty Co., 

American Bidg., Cincinnat!, Ohle. 
Please send 

dent and health policies. 





We Think We’ve 


Life Agents have long known a prolific 
income awaited them in the Health and 
Accident field, on business they could 


Send in the coupon and 
you further information. 


INTER-OCEAN CASUALTY 
COMPANY 
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class of 
ideas of 


new line 
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